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The Fit—Get the Business 


N spite of the increase of population, the gross sales 
of shoes seem to show an unaccountable shrinkage. 
The production of shoes last year, large as it was, 

was less than the average needs of the public estimated 
over a period of forty-one years. Perhaps shoes are 
getting better. It may be so, but we doubt it. 

(he truth is more in line with the fact that men cus- 
tomers buy shoes and are rarely sold shoes. Boys 
and children consider shoes as playing a very small 
Women 
who work for a living buy relatively few pairs per 


part in their lives other than as foot coverings. 
year. That leaves a situation where the only field of 
selling activity above the line is in women’s style foot 


wear. 


UR field editors have opportunities to measure city 


sales. For example, here is one very prominent 





Southern city. In the year ending March 1, 1928, it had a 
population of 400,000 people. were 59 
and the estimated shoe business was $5,762,000. In the 
year ending March 1, 1930, the population—450,000— 
outlets 63 $5,482,000 
Bear in mind these figures are estimates, not actual ones ; 


Shoe outlets 


shoe -estimated shoe business 


but the same measurements were used both times. [Tour 
stores listed in 1928 were not in existence in 1930 but 
eight new ones opened up—making a net gain of four 
outlets. The 1928 figures showed sales per capita $16.28 
but in 1930 the per capita was down to $12.18. 

Not the big outlets, 
because one merchant in that town doing a million-and- 


Who showed the loss on sales? 


a-quarter business increased in that period 20 per cent 
and what is-‘more amazing 47 per cent of this business 
is at $10 and up. The hardest hit group was in the 
$3 and $ price levels. 
fringes of the town and the pawn shop section practically 


Most of the cheap stores on the 


closed up shop. 

The big point is this—well-established stores, render- 
ing service, have kept pace with the increase in popula 
tion and even bettered their totals. In orthopedic and 
corrective types of shoes, the customer once fitted right 





stays put. Most of the grief has come in stores that 


have been centered on price, and price alone. 


UT this is only one straw that shows the way of the 

wind in one city. We have many other examples. 
Our field men find the cheaper the store the heavier the 
Many 


totally idle during the week and live on Saturday’s sales 


proportion of shoes sold on Saturday. stores are 
alone. 
Another 


stores Monday’s business often exceeds Saturday's and 


observation—in big towns, in high-grade 


the spread of the service is well balanced through the 
week. 
Other observations :—retail shoe business in indus- 
trial centers is flat—in the resort places it is excellent. 
But the that hit the 


softened the weather has started a stimulation of busi 


burst of sunshine country and 


ness on dress type shoes. Already the sport shoes ar 
selling in real volume. The temper of the public is 
“Let’s Show the Wide-Eyed World We Are Not 
Downcast,” and express it in new attire. 

Many merchants throughout the country have added 
new stores the past two months. One merchant in Chi- 


cago writes: “I am doing this so as to burn up some 
of my surplus energy.” 
healthy 


even better than expected, where the men operating the 


Everywhere we go, we find real business— 
business put their ability, time and thought into every 
detail of its management. 

We might sum up by saying there is business to be 
had if it is gone after. There is no business where the 
spirit is weak, the store dirty and the work slipshod and 
carele 3S. 


Whether 


shoes this year or not is not the entire story! It is up to 


the nation as a whole makes and sells more 


the individual to get what he goes after! 


JHE flclevens 


Editor 




















Black moire dressy 
afternoon shoe with 
two-tone bow effect, 
to be worn with chif- 
fon or georgette 
frocks. These types 
are much favored this 
Season, 


ra 


tae 








Java lizard daytime 
shoe with patent quar- 
ter and inlays of Java 
complementing. Piped 
in white kid and suit- 
able for the dressy 
black ensemble. 





What Will She 


Subtle play of style and economic in- 
fluences points to need for extra care 
in buying after-Easter Shoes— 


By MADAME HAMILTON JEFFRIES 


Fashion Editor, Boor AND SHOE RECORDER 


HE black shoe has by no means attained 

its peak of consumer popularity. Economy 

and dress backgrounds have much to do 
with the early black season. The use of rajah 
snake and ring lizard in combination with kid and 
patent is increasing. The great number of black 
coats that have been sold, the early vogue of black 
straw hats the use of crepe chiffon and georgette 
dresses in black and printed silks with dark back- 
grounds, also the interest in pumps, one straps, 
demi-oxfords and fancy combinations are im- 
portant factors for the retailer to consider. 

As the brown family in tweed coats, prints, 
chiffons and crepes in gowns are being exploited 
as very fashionable for spring and early summer 
and as the fall will run to three or four tones of 
chestnut and red brown, it follows that brown 
shoes are a fairly safe bet. 

Many retailers have a sufficient stock of blue 
shoes on hand to sell the first month’s business. 
The blue shoe, especially the trimmed shoe in kid 
and calf, should sell freely in the first months of 
spring. However, many women will wear reptile 
beige or brown combination with different tones 
of blue. The merchant must bear in mind th: 
clientele which he serves and buy what he thinks 
they will prefer. Each merchant knows his ow: 
trade as no one else knows it and he realizes that 
different sections of the country have preference 
and stylings which are peculiar to that clientele 
This season is a peculiar season because of the 
varied colors in garmentry. 


S green and chocolate brown will carry right 

through into the fall shoe program, it is 
reasonably safe for the shoe merchant to stock 
a chocolate or green with reptile or black com- 
bination. The black shoe with reptile details 
either in trims or quarter and vamp accents is 
also a very safe buy for the conservative mer 
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Choose in May? 


In seasons like this, the merchants who 
know what clothes will sell can best 


gage shoe needs 
wT WT WV 


chant. Now and again, toward the late summer 
and through into the winter, golden rust and clear 
red shades will be important in garmentry, so 
again the choice of a lighter brown or chestnut 
shoe, or perhaps the prado brown details of last 
season, should be fairly safe. The anticipated 
white season will have gotten well under way by 
May. Indications are that volume business on 
white will come somewhat earlier than usual this 
year. 

This season, because of many influences, is 
very difficult to forecast either as to patterns or 
the percentage of leathers and materials to use. 
In the thirst for business and the grading down 
of dress fashions there has been no saving either 
of authentic fashion or of color. Competition 
and production have put on to the market fascinat- 
ing and styleful dresses and coats for very little 
money. Hence the woman is buying a greater 
variety of costumes and color than ever before. 
This incidentally affects shoe colors and patterns. 


ABRIC footwear to dye has been a great com- 

fort to the retailer and saves stocking many 
individual colors. However, there has been great 
demand for certain light shades of green, as well 
as the beiges with coffee tinge. The darker tones 
in stockings as compared with last year have made 
possible the blending of shoes lighter than the 
costume, as well as darker. 

The printed silks, being practically dark for the 
first summer acceptance, will naturally either be 
the complement of the black, brown, green or com- 
bination shoe. The all-over reptile has had a 
great and successful run in some parts of the 
South, also in the better popular priced footwear 
on Forty-second Street, New York. 

Combinations of rajah or ring lizard are shown 
in top grades combined with colored and black kid 
and calf. The sports shoe of calf and smoked 
elk in youthful types has begun to move very 
noticeably, as has black patent. 
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White glace kid day- 
time shoe. The black 
patent heel and toe 
foreshorten the length 
and the narrow band- 
ing and black bow are 
pleasingly unusual. 
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Dark green kid and 
suede combination 
with two-toned metal 
kid detail. This shoe 
is smartly fashioned 
for town or afternoon 
semi-dress wear. 


Use Power of Publicity to 


Sell More 


Ea 


ster Shoes 


VV VY 


How well planned promotion during the next 


four weeks can speed the pace of spring 


selling and make it a bigger profit season 


i 4 
ASTER is the great spring festival and also the 
4 festival of fashion. It is a Red Letter Day in 
the shoe merchant’s calendar, but too many shoe 
merchants are inclined to take it as a matter of course, 
relying on the natural human urge to buy spring apparel 
at this season of the year to bring them a certain volume 
of business. They fail to recognize the fact that Easter 
volume can be increased indefinitely by a program of 
well-planned and carefully-executed publicity, embracing 
something decidedly more comprehensive than the few 
extra ads and window displays that constitute the Easter 

effort of the average store. 

There is a principle recognized by all successful ad- 
vertising men that publicity is most productive when it 
is timed to fit in with the natural buying impulse of the 
public. When the minds of people are busy with other 
things, when the weather or the season is inauspicious 
for selling shoes, advertising by the retail store is likely 
to misfire. Maximum benefit is obtained from a pub- 
licity program that concentrates its biggest effort at 
those times when the consumer is responsive and in the 
mood to buy. The weeks between now and Easter 
constitute one of these times. 

What can the shoe merchant do to make the most of 
these precious weeks? Naturally he will plan attractive 
Easter window displays, expressive of the spirit of the 
spring season and presenting the most attractive of 
spring fashions. Obviously he will employ newspaper 


36 


Vvyv 


advertising, using more space than usual, to accomplish 
the same purpose, giving his Easter ads an atmosphere 
and treatment in harmony with the season. These things 
are taken for granted. But the amount of extra Easter 
volume, over and above the normal amount that gravi- 
tates naturally to every shoe store at this time, will 
depend upon what more he does in the way of Easter 
sales promotion, in addition to these obvious things. 

Hahn’s Woman Shop of Washington, D. C., usually 
holds a spring style show of authentic new Easter foot- 
wear, which stimulates considerable interest. The styles 
shown are considered in connection with dress ensembles 
and spring frocks, hats, hosiery and accessories in various 
styles, colors and materials to feature “What’s What” 
in Easter footwear. The advertising features the mode 
for Easter and stresses the store’s slogan of “Where 
Fashions Make Their Debut.” 

Juveniles are not forgotten in this Hahn advertising, 
which features Easter fashions for youths and misses as 
well as the new shoes that girls and boys will wear. 
Through this advertising the store catches the proper 
keynote of Easter publicity to reap more than a fair 
share of the business to be had. 

Easter is also rapidly taking rank with Christmas as 
a season for gift giving to loved ones and friends, and 
by featuring quite extensively various love tokens for 
Easter giving, which beautifully express the sentiment 
of the season, the average shoe store can reap a larger 


Boot AND SHOB RECORDER 
combining THE SHOE Retail er, March 22, 1930 





BOTIEVITE ATT E ERERI 


YE, | PROPIA PF 


yrr 


PPR PY, PS ERPS, OPIS, VIPS GP EPS YP? rr Gs, GPS irr 


share in the average Easter spending budget. A considerable part of the 
Easter gift business comes from the striking manner in which advertising is 
presented, through the form of buying suggestions thrown out in enticing 
illustrations coupled with brief but adequate descriptions. 

Youth and gayety are the advertising keynotes of Easter publicity which 
cheerily present gifts and accessories in words and pictures that combine into 
colorful inviting effects to attract a more than an unusual amount of attention 
on the part of Mr. and Mrs. Public. 

By featuring gifts for those who recognize Easter as another gift-giving 
season and then implanting the idea among those who do not, advertising of 
the type used by Hahn’s Shoe Store in the shape of Easter gift suggestions 
helps to secure a larger participation in the average family shopping budget. 

Sport offerings to collegians are particularly profitable during the Easter 
holidays, which provide a splendid opportunity for the promotion of sport 
shoes as well as for shoes which stress the height of fashion. 

Easter time is springtime, that season of the year which the great sales 
opportunity for the alert shoe retailer who ties up with the parade of fashions. 

Easter this year falls on April 20 and by that time the spring season will 
be sufficiently far advanced so that it can be assumed that shoe merchants 
will have had the benefit of favorable weather. In the natural order of things 
they can reasonably anticipate that they will not have to contend with weather 
uncertainties to the extent that they would if the festival came earlier on 
the calendar. Spring weather plus the Easter urge for new footwear holds 
out every promise of a gratifying Easter shoe volume, provided shoe mer- 
chants do their part to stimulate selling through constructive advertising. 
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Easter Sales Hints 
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OMORROW and 

Saturday, we 
shall hold our An- 
nual Spring Exposi- 
tion of authentic 
new Easter Foot. 
wear. 


Women’s Daytime Shoes in the shades of the spring color 
card. 


ise 
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* x Ps 
Women’s Shoes in white and combinations. 
* + * 
Women’s Sport Footwear, including active and spectator 
sport shoes. 
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EFORE creating 

these new shoes, 
we visualized the 
Perfect Picture 
every woman wants 
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* * * 

Women’s Evening Footwear for the Easter social events. 
*” * * 

Smart Walking Types for the college girl. 


* * # 


Dressy Types of shoes for girls and misses. 


* * * 
ae Brown Shoes for men and boys; Dressy Shoes for little 


charming. Collec- YM men 

" , nN. 

tively, a complete as- \ \} | ; 
‘hat’ sn | 3 + * + 

semblage of “What's 
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We studied the 
Spring frocks, hats, 
hosiery, accessories 
—styles. colors, ma- 
terials 
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Then, and then 
only, we created 
footwear to fit in 
with that setting. 
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— | Hosiery in spring colors for women, misses and children. 


Main Floor Salon +. * * 


wom! Bey Aric" i Clocked and Plain Socks for men, subdued colors and 


conservative mixtures. 
. * * 














mens Shop bg Bows and Ornaments for women’s and girls’ pumps. 
1207 F St. Ui ~~ + 








Accessories of all kinds. 
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ADVENTURES IN 
MERCHANDISING 


By MURRAY C. FRENCH 


There’s profit in the odds and ends, and 

it’s plainly to be seen, when you've read 

this article, that the salesman who always 

sells the newest shoes in stock never makes 
any money for the store 


VAY 


impress the boys on the floor with the serious 
necessity of selling the older shoes instead of 
rushing to the newest arrivals for every customer.” 
It was an old, old problem that Jim Bowman put up 
to his son Charley. 
“Of course, I realize,’ he went on, “that we P. M. the 
older stock and reduce prices and all that. But never- 
theless the average salesman has nothing but contempt 


in his heart for the 


‘oo I wish you could find some way to 


odds and ends. He 
feels it’s beneath 
his dignity to waste 
his time on them. 
Isn’t there some 
way of changing 
the boys’ view- 
point, their attitude 
toward the old 
stock ?” 

Every merchan- 
dising problem has 
a solution if only 
sufficient thought 
be given to it. So 
it proved in this 
case, for a couple 
of weeks later 
Charley called the 


The next 30 pairs 

go to pay over- 

head and operat- 
ing expenses 


IM 


FACTORY 


The first 60 pairs must be sold 
to pay the manufacturer 





boys together one morning for a talk. 

“I wanted to tell you boys something about this new 
shoe,” he began, holding up a smart pump. 

“Gee, that’s pretty! Bet I sell a pair today!” ex- 
claimed Jack, the house enthusiast. 

“That’s fine! Now, Jack, these cost $6.50 and sell for 
$10.00. When you sell that pair, how much profit will 
we make on it?” 

“Four dollars, of course.” 

“Wrong! Anyone else?” 

“The gross profit is four dollars,’ said old reliable 
Pete, but the expenses cut it down to somewhere around 
fifty cents—figuring a 5 per cent net profit on the retail 
sale.” 

“That’s still wrong,” Charley said. “The answer is— 
nothing! There’s not a penny profit on that first sale. 

“Listen, boys. There are 100 pairs here in this lot. 
The minute we receive them we owe the manufacturer 
$600. It’s got to be paid no matter what happens. 
Therefore the proceeds of the first 60 pairs at $10.00 
a pair must go to pay that bill—and nowhere else. So 
there’s no profit yet. 

“Tf you boys live to be a hundred don’t forget what 
profit is. 

“Profit is that part of the receipts which does not 
have to be given to someone else. 

“So I’m setting aside the first 60 pairs to pay the 
manufacturer. The next 13 pairs must be sold to pay 
salaries and about 3 pairs to keep the office going. Then 
the proceeds of the next 3 pairs must go to advertising 
and 5 pairs to pay the rent. The next 6 pairs sold take 
care of the interest, insurance, taxes, heat and light, and 
a lot of other little items.” 
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As Charley named each item of expense he stacked 
the corresponding number of pairs separately. 

“These 30 pairs, therefore, can do no more than pay 
the various expenses, which simply must be met, profit 
or no profit. By no stretch of the imagination can any- 
one say that we can keep for ourselves a cent out of the 
proceeds of the first 90 pairs. So there’s no profit yet a 

“This looks unfair,” spoke up serious-minded Clyde 
Minor. “It seems that the shoe merchant does ot least 

nine-tenths of his 
work merely to 
get money to give 
to someone else.” 

“It’s a fact nev- 
ertheless.” 

“Do you mean 














to say,” Jack 


Haley exclaimed, 
y 








that the only pairs 
that produce any 
real profit are the 
last ten pairs still 
sitting over 
there?” 











Take away 4 or 5 pairs for 
markdowns and depreciation 


“That’s closer,” Charley answered, “but it’s not en- 
tirely right yet. We have been presuming we got full 
price for the 90 pairs sold so far. Sad to say, experience 
shows that seldom happens, so the proceeds from the 
iext 4 or 5 pairs must go for depreciation—to make up 


for the markdowns taken on the others.” 


“—*. boss,”” said Clyde, “I’m just beginning to get 
you. You've been talking percentages all this time, 
but using pairs instead to make it plain to us.” 

“That’s right, Clyde. Now for the point of the story. 
The only possible source of profit in a shoe store is the 
last few pairs of every line. They are all profit! Yet, 
in the face of the facts, every one of us is inclined to 
despise the P. M.’s, the odds and ends, and the left-overs. 
Those shoes are the very life blood of the store—the 
profit. 

“Yet by the same token they are the death of every 
store whose salesmen leave them sitting on the shelf. 
Ninety per cent of the shoe stores that fail do so because 
they are unable or unwilling to turn those last pairs into 
cash before they become so old they are unsalable. 

- “The salesmen can make a store or break it. And in 
so doing they make or break themselves. Really, boys, 
selling brand new shoes is no trick at all, and selling 
new shoes exclusively will ruin any store or any sales- 
man.” 

“Gee, Charley,” Pete spoke up, “you’re getting under 
my skin. According to your figures—and they must be 
right—out of a 40-pair lot only the last two pairs are 
profit. Not three pairs—just two! Imagine it! Yet 
I'll admit I’ve often said: “They ought to dump these 
crabs in the river.’ I figured the store had already made 
a profit on every pair it had sold. Whereas the profit 
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was right here staring me in the face—and I wanted to 
throw it away!” 

Then Lester Gorman, who never said much, remarked, 
“Seems to me what Charley means is that if a fellow has 
any sense he'll see that he should—well, you might say, 
he should fall in love with the O. and E. stock. If he 
does that he'll hang around them and get acquainted 
with them and shine them up and make them look as 
good as possible.” 

“Les is right,” said Charley. “The best way to sell 
P. M.’s is to know them intimately. If a fellow tries, 
he can remember just about what sizes he has in every 
shoe. Then while a customer is telling him what shi 
wants his mind naturally recalls what he has to fit her 


in the P. M. stock.” 


66 MIGHT say,” Jim Bowman remarked, “that nowa- 

days it’s strictly a case of clean up or be cleaned out. 
| know some shoe stores that even go so far as to make 
an absolute rule that every salesman mist show an old 
shoe before he is allowed to show a new one. 

“My experience is that a salesman sells what he is 
enthusiastic about. Remember how you praised the new 
shoes six months ago? Really now, boys, the few pairs 
of those shoes that are left are as attractive as they were 
then—except in your own eyes. To many customers 
they are new shoes. 

“It a national habit among shoe salesmen to rush out 
the first to 


woman has been talked into buying something new, 


newest shoes every customer. Many a 
just because it was new, when an older shoe would have 
suited her better. [very time a salesman sells a new 
shoe, when an old one could have been sold with equal 
satisfaction, he is unfaithful to himself and to his 
employer.” 

“Now, I’m going to get personal,” said Charley em- 
phatically. ‘From all that has been said this morning 
it is plain that the salesman who never sells any odds and 
You can see 
It works like 


this: No odds and ends sold, no profit; no profit, no 


ends never makes any profit for the store. 
we really can’t afford to keep such a man. 


job!” 


\? ly Your profit lies 


in the last few 


in the 
case 


pairs 




















Owen A. THOMAS 


Frep A. GANNON 
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What is the Wild Radio Saying ? 


UNE in on W. K. Henderson over station KWKH 

of Shreveport, La., and you will hear the first anti- 
chain crusader mix truth and untruth and gnash his 
teeth at any and all chains. 

Tune in on Winfield H, Caslow over station WASH 
of Grand Rapids and you will hear a forceful advo- 
cate of the independent merchant deliver a fair and 
square body blow to what he calls “Down with the 
Syndicate and Up with the Independent.” 

On the one hand, Henderson will drawl: ‘Hello 
world—doggone don’t you go away” and throw hot 
vigor into his speech—some would call it profanity; 
but he sure is keeping the ether waves busy trans- 
mitting his protest against what the chains are doing. 

This battle in the air is hot stuff; but what will the 
reaction be. Public opinion often changes over night. 
The clown of today may be the hero of tomorrow. 
Likewise, the popular hero of today may be off his 
pedestal tomorrow. 

What is needed is a definition of “Chain Stores.” 
If, in the shoe trade, we were to say that any group of 
stores over six in number is a chain—we would auto- 
matically shove into that classification around three 
hundred business organizations. 

If a man has a capacity for running more than one 
store and by his energy can supervise and operate a 
dozen more stores, certainly that man is just as much 
an independent merchant as the little fellow who 
struggles along with one little shop in the suburbs. One 
man wants to limit the protest to the chain store whose 
stock is listed and sold on Wall Street. 

Henderson has been branding misrepresentation— 
particularly in canned goods. He points out that selling 


smaller size cans (five ounces less of stuff within them) 
is not fair competition with independent stores giving 
full cans at higher prices. He throws a challenge that 
is being heard the country over. 

But we doubt the wisdom of making these crusades 
an organized movement by independent merchants. 
There is another thing to seriously consider. Economic 
changes are not decided on the basis of sentiment. No 
matter how much sentiment favorable to the indepen- 
dent merchant is created by the present movement, that 
sentiment can be maintained only so long as the store, 
the stock and the methods of the independent merchant 
justify it. 

Therefore instead of spending the bulk of his time 
and effort in “crusading” or in congratulating himself 
on the success of the present movement, the indepen- 
dent merchant should bend every energy at this tim 
toward putting his own house in order ; toward making 
his store, his methods and his merchandise worthy of 
the sentiment created in his favor. 

All the Hendersons in the world will not influence 
consumers to trade in dark, dingy, unattractive stores 
All the crusaders in the universe will not induce peopl: 
to seek hidden merchandise in preference to open dis 
plays. 

In the final analysis, business will go to those best 
fitted to handle it. Your action will largely determine 
the character of the ultimate consumer reaction. 


4 4 ty 


Fewer and Better Stores 


OR some months past the Italian Shoé Manu fac- 
turers’ Federation has been carrying on an active 
propaganda against the opening of new retail shoe 


Boot AND SHOB RECORDER 
combining THE SHop “-~raILer, March 22, 1930 





hem ) 
‘iving 
> that 


sades 
lants. 
jomic 
No 
»pen- 
that 
tore, 
‘hant 


time 
nsel f 
pen- 
tim: 
king 
y of 


ence 

Tes 

opl 
dis 


best 
nine 


shops throughout Italy. This campaign is supported 
by local provincial commercial councils and merchant 
federations. It is stated that there are far more shoe 
shops in Italy already than is justified by the volume of 
sales of footwear, and the depression and frequent 
failures in the retail shoe trade is attributed in great 
part to the surplus of small, poorly managed shops. 

A license is necessary to open any new retail shops 
in Italy. Our own Department of Commerce in Wash- 
ington teils of an American firm that encountered diff- 
culties in obtaining permission to open a branch shop at 
Milan—in fact the permission will not be granted. In 


sion will be built up so that when a person plans a busi- 
ness or a store, the license will only be granted when 
the state is given proof that that person knows the 
first fundamentals of business—how to keep simple 
records showing money taken in and money expended 
—and understands the difference between business 
profit and personal profit. Store-keeping is more than 
tending store sixteen hours a day. There will be fewer 
stores in America when we have more intelligent stores. 
More efficient retailing will go a long way toward 
eliminating the wastes of industry. As the retail mer- 
chant profits so will the industry prosper. 


Trieste, the Provincial 
Council is endeavoring to 
prevent the proposed open- 
ing of the Czech firm of 
Bata. 

In this wide and free 
country of ours, the opening 
of a shop is the prerogative 
of any individual with or 
without money; with or 
without training; and with 
or without business under- 
standing. 

The shop can be opened 
whether the person knows 
how to keep business 
records or whether that 
person will operate the busi- 
ness at a profit to himself 
or at a loss to all those that 
have given credit of goods. 

Eventually, in a democ- 
racy such as ours, some 
form of business commis- 


























—Good News— 


Kindly insert my ad as it has been 
run in the Boot and Shoe Recorder. 
It is to continue to appear twice a 
month. 

No doubt you are aware of the fact 
that I have been advertising in the 
Boot and Shoe Recorder for the past 
32 years. In all these 32 years I don’t 
think I have missed but four weeks 
in not having my ad appear and that 
was because I was ill for that period. 
I find it a great pleasure in stating to 
you that I first had in mind to adver- 
tise in a business book which would 
bear fruit for a business man. Of 
course I picked out the Boot and Shoe 
Recorder—It was just a mere shell 
then, which was 32 years ago. I now 
find that I made no mistake in picking 
a winner. It has placed me before the 
shoe trade in general these many 
years. I desire to congratulate the 
Boot and Shoe Recorder for its clean, 
straightforward, honest and _pains- 
taking methods. 


Yours very truly, 
MAX GLAUBERG, 
395 Broadway, N. Y. 


* * * 


The sincerity of your letter gives us a 
tingle of pride and we hope, Mr. Glau- 
berg, that the same friendship with you 
will continue twice 32 years. You will 
be surprised to see your letter on this 
page but we could not let the oppor- 
tunity go by without our own ex pres- 
sion of appreciation. If we ever orga- 
nize a veterans’ association of believers 
in persistent and consistent advertising, 
your name certainly will be right up 
near the top. Thank you. 


—— ed 
— % ( $n tent 


President. 


4 4 4m 


Handbags and 
Shoes 


HERE may have been 

other attempts at adver- 
tising handbags and shoes 
in combination, sold at one 
price for the two, but the 
first ad of that sort to come 
to our attention was shown 
in a New York paper this 
week. 

The growth and develop- 
ment of the handbag busi- 
ness has been one of the 
marvels of merchandising. 
No woman ever gets enough 
handbags. A man clutters 
up the pockets of his clothes 
with all sorts of dunnage— 
women clutter up their 
handbags fully as_ well. 
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Billy Rogers—Shoe Merchant 


By HAROLD WHITEHEAD 


v 


ILLY scooped up another big spoonful of hot 
B cereal. He again looked at his mother and 

finally inquired in what he hoped was a casual 
tone. 

“Do you really want to go to live with Aunt Agatha 
in Philadelphia?” 

Mrs. Rogers continued buttering a thin slice of toast 
as she replied. “I really would, William.” 

“Er.. did you have any idea when Aunt Agatha, I 
mean...when you felt you wanted to go there?” 

“That depends on you, William, my boy. When you 
and June decide to get married then I can tell Agatha 
when to expect me.” 

Billy scraped his cereal dish without the usual objec- 
tion from his mother. Then he continued. “June and 
I have been talking it over, mom, and we agreed to wait 
until you wanted to go. But if you are waiting for us,” 
Billy grinned as he looked affectionately at his mother, 
“there’s no need for any delay.” 

Mrs. Rogers gazed with serious eyes at the photo- 
graph of Billy’s father which stood on the little mantle 
With a tiny sigh she stood up and walked over 
“Oh, William, 
my dear dear boy. And 
I think you should be happy. June is a sweet girl. I... 
I should like to go to Agatha by. ..how would some time 
in April fit in with your plans” 

“Suits us, mom,” Billy said gravely. 

“Then that makes us all happy, doesn’t it? 
your father could have been with us William. He used 
to speak of the day when you would leave us alone, when 
we would be by ourselves just as we were before you 
Billy’s mother smiled, then she gave her 
Run 


piece. 
to Billy and put her arms around him. 
I so pray for your happiness. 


I wish 


came to town.” 
boy a sudden embrace. “You will be late William. 
along now.” 
ILLY left the house wondering if it was really possi- 
ble for one to be happy and sad at the same time. He 
knew that his mother was crying by now. And yet he 
was sure she would not have things different. 

As soon as he got to the store he called up the Fretton 
Coal Company and asked for June. When he heard 
her voice he said with ill-suppressed excitement. “Listen, 
June, you’d better let your darned old coal company 
know that they'll need a new bookkeeper right away. 
Mom wants to go to Philadelphia in April.” 


Then June’s voice came over the phone, as calmly as 
though taking an order for a ton of coal. “Very good 
I will attend to the matter today. We always aim 
to please.” 

Jack Brinstead knew what the call meant and so for 
the next half hour the coming wedding was the onl 
Then Jack said. “You haven’t for 
He expect 


sir. 


thing talked about. 
gotten that Uncle Odin is in town today? 
us to have dinner with him tonight.” 

“Gosh, I had forgotten for the minute. But its a 
jake with me.” Then Billy had to telephone to his ol: 
boss Parker, and give him the news. Other people ha: 
to be notified of the coming event and Billy receive 
congratulations with the smug satisfaction of a man whi 
had really done something clever! 


UT his excitement did not interfere with his selling 

instinct as Jack noticed with the admiration he al 
ways felt for Billy’s capable salesmanship. When a smart 
young man of about thirty came in the store, Billy 
stepped forward. He knew the customer, a successful 
insurance agent; Arthur Madden was spoken of as “a 
fellow who will run this town some day.” Madden was 
to be seen at all places where any event was happening. 
He knew the value of keeping in the public eye. 

“Hello Rogers. Let’s see a pair of your rotten old 
shoes. I want something that will stand the hard wear 
which a poor struggling insurance agent has to give his 
shoes while pounding the pavements for business.” 

“I’ve got just what you want. Our special number for 
the particular man about town.” Billy smiled as he 
asked Madden to take a seat. In another minute the 
right shoe was off and tucked under the seat. Then 
Billy carefully measured the foot. He always took time 
enough to do it properly for he knew that people felt 
more confident that they would be fitted properly when 
the salesman took time over getting the correct measure. 

Billy knew his stock so well that he went right to 
the box desired and in a moment the shoe was on the 
customer’s foot. Feeling the shoe all around Billy 
nodded his head and said: 

“There you are Mr. Madden. That shoe fits you per- 
fectly. Just stand up and notice how snug it feels. As 
comfortable as though you had worn it for 2 month, 
isn’t it?” 

Madden stood up and stamped his foot. “That doesn’t 
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feel had. Not at all bad. You seem to have hit it the 
first crack out of the box.” 

“Should do. It’s easy to fit well formed feet like 
Billy’s eyes twinkled as he spoke. 


’ was Madden's com- 


yours,” 

“Great little kidder, aren’t you?’ 
ment, but it was obvious that he liked the flattery just the 
same. 


“ I <T’S slip the other one on so as to be sure it’s as 


comfortable as that one. Sometimes there is a 
slight difference in size.” The other shoe was fitted and 
Madden walked a few steps to test the comfort. As he 
did so, Billy gazed with admiration at the shoes. Mad- 
den seemed to gain a liking for them, too. 

“Guess I'll take ’em,’’ Madden said. 

“Fine, and you'll like them more as you wear them. 
These tan shoes will not only be comfortable for street 
wear, but so long as you wear light clothes they will be 
smart and the correct thing.” 

“What do you mean, ‘so long as I wear light clothes ?’ 
It would 


” 


“You wouldn’t wear them with dark clothes. 
look as odd as wearing a straw hat with your dinner 
jacket. It just isn’t done by correct dressers. Really, 
Mr. Madden, you should have a pair of black shoes of 
that last for wear with dark clothes, and for wear after 
six o’clock. I’ll show you what I mean.” 

Before Madden could say anything, Billy had a black 
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“Let me get out of here while I 

have a roof over my _ head,” 

laughed Madden. Billy gave 

him the eight dollars change and 
the two shook hands. 


shoe in his hand. 
that in the evening you will know 
And you 


“When you wear 


you are shod correctly. 
know how good you feel when you 
know you are in style. That last 
might be made for you Mr. Madden. 
It really has a custom-made look on 
you.” 
Madden glanced down at the tan 
shoes he was still wearing. He was 
pleased with their smart appear- 
ance, which he may not have noticed 
if Biliy had not pointed it out to 
him. 
“They do look good, 
How much did you say they were?” 
It was a that Billy had 
marked nine dollars. Jack was quite 
surprised when he heard Billy say. 
“You can have three pairs for twen- 
ty-seven dollars. That’s the set. One pair each of tan, 
black and patent leather.” 
“That’s a new one on me,” gasped Madden. “I 


Rogers. 


line 


never heard of sets of shoes before.” 

“Of course many people don’t buy them that way, but 
you can see the benefit of it, can’t you? A set equips 
you for all ordinary business and social life. Of course 
it does not care for your sport shoes nor house slippers. 
It doesn’t really equip the shoe wardrobe, but it does 
take care of your normal essentials.” 

Madden looked at Billy and with a laugh said “You 
win. I'll take the set. But, boy, you are wasted in the 
shoe business. You ought to be selling insurance.” 

“Thanks for the compliment, Madden, but this town 
needs good shoe fitters as well as experts on insurance. 
That reminds me. I haven’t seen Mrs. Madden for some 
time. Won’t you tell her that we have some mighty 
smart numbers for early spring wear that I feel sure 
will please her.” 

“Stop right there, fellow,” Madden laughed. “Do you 
want to ruin me? Wait ’till you get married and you'll 
know what it costs to keep a wife happily shod. You 
aren’t married are you?” 

“Not yet, but going to be next month,” Billy answered 
happily. 

Then a peculiar light came into Madden’s eye. “Next 
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Your Store a 


Foot Health Center 


Tell the Public: 


HOES must be carefully fitted: Furst, shoes 
should be long enough. Have your feet measured 


for new shoes while standing with your entire 


weight upon the foot scale. That is the only way to get 
the true length. The foot is longer when weight is 
brought to bear upon it than when resting. 

Second, the shoe should be wide enough, yet not too 
wide. When the shoe is tried on, notice if you can move 
the toes freely, or if they feel as though they were held 
in a vise. 

Third, the shoe should have a broad toe. If the toe 
is pointed, the big toe is forced out of line and bunions 
may develop. A good rule to follow is to draw a straight 
line from the center of the heel of a shoe through the 
ball. When extended, this line indicates the direction 
of the big toe. The great toe should not be hampered 
in its work by being pulled out of its normal position. 
Not all broad-toed shoes fit, but if the rule is followed, 
there is little danger of selecting the wrong shoe. 

Fourth, the shape should approximate the normal foot. 

Fifth, the large toe joint should fall at the widest part 
of the shoe. This “widest part” is known as the ball. 

Sixth, the shoe should fit snugly around the heel and 
waist of the foot. The waist is that portion just back 
of the ball of the foot. 

Seventh, the shank of the shoe should support moder- 
ately. If muscles are strong and feet in good condition, 
the flexible shank can be worn with comfort. If there 
is a tendency toward a weak arch, a more rigid shank is 











preferable, 

since this 
prevents 

undue strain on the 
muscles. 

Wear sensible, good 
quality shoes. It does not 
pay to buy cheap shoes of 
any kind. Good shoes deserve good 
care. “Shine” them often, straighten 
the heels as soon as the slightest 
running over is noticed. Wear rubbers in 
damp or stormy weather. 

A correctly fitting shoe has a tendency to 
make a person walk correctly with the toes pointing 
straight ahead—not pointing out. 

Hosiery should always be chosen with care. Cotton, 
or wool, is preferable for foot health. If you cannot 
obtain any other than the pointed style hosiery, be sure 
to buy them long. A good rule to follow is to buy the 
hosiery a full size longer than the foot requires. Both 
shoes and hosiery should be changed several times daily. 

In fitting infants’ shoes: 

1. Have stockings large enough for free toe action, 
one inch longer than the foot. 

2. Discard stockings which crowd toes. 

3. Select either a cotton or wool or silk stocking. 

4. Wool stockings should be kept in size and shape by 
careful washing and drying over a stocking form. 
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5. Select soft- 
soled pliable shoes 
shaped like natural 

outline of the foot. 
6. Have shoe longer 
than the foot and % inch 
wider; roomy at the toe, too long 
than 
rather than too narrow. 


—a - F 
Wy P 


rather too short; too 


When you fit growing girls’ and boys’ 


footwear : 
1. Toe 
Toeing out weakens the ankles and arches and prevents 


straight ahead when walking. 
speed when walking. 

2. Select well shaped stockings longer than the foot. 
Avoid tight garters. 

3. Discard stockings which are crowding the toes. 

4. Have foot measured, weight bearing, every time 
new shoes are purchased. 

5. Secure shoes shaped like the normal foot with 
uppers allowing toe freedom. 

6. Have shoes fitted one inch longer than the foot. 
The width should be % inch wider than the foot until the 
twelfth year, then the same as the foot. 

7. Select shoes with flexible leather soles. 

8. Avoid heavy shoes for small boys and girls. The 
extra weight gives too much additional work for the 
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wide 


J Foot Fitting Y ear 


APRIL 
Foot Care Month 


APRIL 20-26 
Foot Health Week 


Every DAY 
Foot Comfort Time 


leg muscles and is a very frequent cause of fatigue. 
9. Avoid leathers that prevent evaporation of moisture 

feet. 

10. Secure spring heels as long as they can be obtained, 


from the 


at least until the eighth year; then broad, low heels not 
over 14 to 34 inch for the growing child, with one inch 
maximum for the high school girl or boy. 

11. Examine feet occasionally after removing shoes 
which have been worn during the day for spots and 
blisters, caused by rubbing or pressure, and for toe 
crowding. Judge shoes and stockings accordingly. 

Suggestions for adult footwear: 

1. Provide the best type of shoe for the foot during 
the working hours. 

2. Avoid high heels for work, standing, or walking. 
High heels retard efficiency. 

3. Discard shoes which are uncomfortable. 

4. Select shoes to maintain good feet. 

5. Straight inner line. Broad roomy toes; no pres- 
sure from toe cap or seams. 

6. Broad, low heels, 34 inch to 1% inch. Rubber heels 
are satisfactory. 

Note: The heel height depends upon what the foot 
has been accustomed to. In case heels are too high for 
comfort and efficiency the height should be reduced 
gradually and proper foot exercise taken. 
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This Store Has Sold Foot 
Health Since 1857 


H. Jantzen & Co. Have Produced Specially Designed Lasts for Scores of 


Famous Men and Women, Including Theodore Roosevelt 


EHIND each outstanding suc- 
B cess in the shoe business one 

usually finds, if he surveys its 
background, a vital and interesting record of a policy 
carried persistently through years of growth and adjust- 
ment. 

Such is the case with the unique firm of H. Jantzen 
Shoe Co. of 1024 Sixth Avenue, New York, a concern 
which is backed by three generations of experience and is 
now celebrating its 73rd anniversary. It was more than 
150 years ago when William Jantzen, great-grandfather 
of the present owners, worked at his bench in the city of 
Hanover, Germany, and established a name as a skilled 
shoe: craftsman. William passed his knowledge on to 
his son Herman, who in turn passed it on to his son, 
Herman II. 

The latter Jantzen sold out his German business and 
came to this country in 1854 to start anew. He opened 
the first American orthopedic and custom shoe store in 
Baltimore which was then a comparatively “small town.” 
He wanted a larger market and in 1857 moved to Varick 
street, New York. As New York moved “uptown” 
Herman went with it and occupied successively numbers 
284, 335, 660 and 1024 Sixth Avenue, the present 
location. 

Upon Herman Jantzen’s death in 1905 his three sons 
Louis, William and George H. Jantzen took the business 


By COLBY D. DAM 


Later Louis was bought out ly 
the other two brothers. Though tli 
Jantzen firm has greatly changed with 
the years the same careful craftsmanship of Jantzen’s 
forefathers has been preserved in the custom made and 
orthopedic shoes for which the firm has established 
national reputation. Down in the big cellar of the thre 
story Jantzen building, are more than 5,000 special lasts 
each with the name and number of the customer writte: 
For these lasts represent life-time buyers. Onl 
when the customer dies are the lasts removed. The cus 
tom shoes range from $40 to $45 a pair. About a doze: 
skilled shoemakers are employed in the custom d 
partment. 

Many famous American citizens have had their last 
hanging in that cellar during the last quarter century 
In this connection we quote from an article in the New 
York Times during January, 1903. ‘“ ‘Make ’em strong 
is the direction which President Roosevelt gives when h: 
orders shoes in a certain little boot shop in Sixth Avenu: 
where he has had his footwear made since the days whe: 
he wore out much shoe leather as Police Commissione: 
trying for better discipline of the force. However, hi 
shoes varied in style according to the requirements o 
his activity as Assistant Secretary of the Navy, Roug! 
Rider, Governor and President, the exponent of stren 
[TURN TO PAGE 86, PLEASE] 
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A growing problem in foot care that 
concerns shoe fitters as well as po- 


diatrists and physicians 


HE prevalence in this country in recent years of 

eczematoid ringworm of the feet, otherwise known 

as interdigital ringworm and more commonly 
called “‘athlete’s foot,” is of deep concern to shoe fitters 
as well as chiropodists, podiatrists and physicians. 

No less an authority than the Surgeon-General of the 
United States Public Health Service stated that at least 
one-half of the adult population suffer with foot ring- 
worm. After quite an extensive survey of the disease 
authorities have concluded that the “disease is much 
more common than the number of cases indicate. The 
disorder occurs more frequently in the warm and damp 
than in the cold, dry season.” 

The files of the Journal of the American Medical As- 
sociation show that many physicians from all over the 
United States have written to the editor concerning its 
treatment. This further substantiates the prevalence of 
the disease. The Foot Clinics of New York, Boston, 
Miami and San Francisco, also other large cities, are 
conducting special clinics for the control of foot ring- 
worm. 
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Swimming pools, clubhouse 
locker rooms and the gymnasium 
are breeding places for the or- 
d 4 ganism responsible for interdigi- 
tal ringworm or athlete’s foot. 


Photocraph fror 
Wide World Photos 
Medical 


feet is comparatively recent. 


knowledge of ringworm of the 
Although the 
first case was described in the year 1888, 
it was the excellent work of recent medical 
investigators which really placed medical 
knowledge concerning this widely prevalent 
disease upon a scientific basis in America. 

The disease is remarkably frequent. In the University 
of Pennsylvania a careful survey of all students showed 
that over 60 per cent were affected with the ringworm 
organism. The cases were definitely proved, and were 
not based on mere clinical diagnosis; the causative or- 
ganisms were found in all cases. Ringworm of the feet 
is met with in all parts of the country, but it is more 
frequent in the South than in the drier and colder 
climates. It is said that in the Gulf States practically 
the entire population has had the disease at some period. 

Almost anyone who uses a swimming pool, a golf 
clubhouse, an athletic club or any place where there is a 
common dressing room may 
It is highly probable that the development of club life, 


the great increase in the number of swimming pools and 


get infection of his feet. 


probably the general tendency of the American public 
to spend a certain amount of time in hotels is largely 

responsible for the increase in this disease. 
Ringworm of the feet is caused by a vegetable para- 
[TURN TO PAGE 92, PLEASE] 





FASHION AND FOOT COMFORT 


How modern designing makes it possible for 


the customer to obtain the one without sac- 





rificing the other 





HIS season, because of the multitude o 

airy and styleful types of daytime foot 

wear, the special feature designers hav: 

heen alert to adopt patterns which would i: 
no way mark the shoe as a corrective one 
Now that color has arrived in this type of 
daytime footwear and patterns are being re- 
fined daily, there is very little in the appearanc 
of special shoes to indicate that they are used 
to correct deformity or render unusual service 
When one realizes the strides that have been 
made in designing this type of footwear and 
the handicaps that pattern-makers are work- 
ing under, it is surprising to see the splendid 
types of shoes that are now sold as correctives. 
Now that patent leather and black kid are 
high style and the reptile strap or trim detail 
would in no way spoil the smart orthopedic line, 
we hope that the corrective shoe makers will 
feature a few snappy patterns in combinations, 
such as a black kid with a touch of white snake 
as trim and also the black patent with deep 
beige and brown snake or lizard effect. The 
center tie type in black and white combinations 
is an ideal style comfort shoe for the impor- 





tant woman who wears a black town suit and 
comfort footwear. 
The corrective field should grow larger every 





season, as today many of the business people 
are hobbling around on dance type footwear 
with arches which have no place in the life 
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New Time Style 


De Olde Tyme Comfort 
Shoes 














SWEETER Than sweet! 
Aurren J. Sweet Co 


DE CO., Conem 
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ere’s the Story! 


More than twenty-five years ago the ALFRED J. SWEET 
COMPANY began to grow famous for YE OLD TYME 
COMFORT SHOES—and today this tradition is recognized 
even greater by progressive merchants all over the country. 
This reputation was built up on variety of patterns—quality 
workmanship and saleable prices. And now two of those 
factors—variety of patterns and saleable prices—take a de- 
cided change by which you, as a merchant, can benefit. 
Higher styles have been injected into YE OLD TYME 
COMFORT SHOES and the complete line is priced lower 
to offer yon an opportunity to defeat competition. Quality 
of workmanship has been standardized to create none but 
favorable criticism. Don’t miss the next eight pages—they 
tell the story with facts—merchandise—prices. 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 


Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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New Low Prices 








Consistent “Wrap-ups”’ at 
surprisingly low prices 


Merchants who appreciate the value of quick sellers 
and fast turnover will readily grasp the opportunity 
that the new YE OLD TYME COMFORT proposition 
offers. The new high style is evidenced by this pattern 
and the new low prices are proven in the descriptive 
copy below. See next seven pages. 
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13/8 Leather Heel, Rubber top Leather Lining 


263 Black kid cutout oxford—A to E, 3 to 9...............cccccscsssees $2.65 
For special narrow toe Eastern last from Auburn order 263-8 


263-3 Patent cutout oxford—A to E, 3 to 9.............ccccccccccccsccescesee $2.85 
For special narrow toe Eastern last from Auburn Order 263-9 


263-6 Brown kid cutout oxford—A to E, 3 to 9.............ccccsseccsesees $2.85 
For special narrow toe Eastern last from Auburn order 263-14 


263-28 Black kid cutout oxford (Jumbo)—EEE, 3 to 10.............. $2.80 
263—29 Patent cutout oxford (Jumbo)—3 to 10...............sceceeeeeeees $3.00 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 


Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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New Low Prices af Olde Cume New High Styles 


—_ 


Comfort Shoe 


















No tricks --- no stunts --- just 
values that your customers want 


wae 


© ~—ap 


In building the new line of YE OLDE TYME COMFORT 
SHOES we strived to put out quality merchandise so that 
our dealers could sell it at a price that people want to pay. 
Patterns were given careful consideration to make them 
seasonable and saleable. Prices were lowered so that our 
dealers can defeat competition by featuring honest to good- 
ness values. See next six pages. 





13/8 Leather Heel, Rubber Top Leather Lining 
246 Black kid closed tie with cutouts—A to E, 3 to 9............ $2.65 


For special narrow toe Eastern last from Auburn order 246-8 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 
Division of THE UNITED STATES SHOE COMPANY, Cincinnati 








Boor aND SHOB RECORDER 
combining Tus SHow Reraiter, March 22, 1930 








New Low Prices New High Styles 



















Styles on the up and up-~-- 
prices on the down and down 


Our theme song for the new YE OLDE TYME COMFORT 
line is expressed in that heading. Styles have peaked up- 
ward while prices have lowered to defeat all competition. 
The dealers who choose these shoes now will have no com- 
petition because better values were never offered in the 
shoe industry. The same standard good quality that made 
these shoes famous for more than twenty-five years has 
been retained. See next five pages. 





13/8 Leather Heel, Rubber Top Leather Lining 


280 a kid one strap with button ornament—A to E, “i 
2 


For special narrow toe Eastern last from Auburn order 280-8 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 
Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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New Low Prices New High Styles 








You have never bought shoes 
like these at prices like these 


In the first place, these shoes have never been built before. 
They are new YE OLDE TYME COMFORTS with a gen- 
erous smack of style injected that will please every fem- 
inine fancy. In the second place, the standard of YE OLDE 
TYME COMFORT prices has been lowered considerably. 
The good quality, of course, has been retained. See the 
next four pages. 





10/8 Leather Heel, Rubber Top Leather Lining 


293 Black kid cutout oxford—A to E, 3 to 9—Stocked in 
po a | a eer eee eS $2.65 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 
Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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New Low Prices New High Styles 





\\ 








You will be satisfied and ) 
so will your customer 


Every pair of shoes sold from the YE OLDE TYME COM- 
FORT new line will prove to be a creator of satisfaction. 
In the first place, your customer will be satisfied with the 
high style—good quality and low price and you in turn 
will be satisfied with an agreeable sale at a generous profit. 
Isn’t that the way to build toward better business? See 
next three pages. 





14/8 Wood Covered Cuban Heel Chrome Lining 


241 Black kid cutout with black lizard trim—sizes 3 to 9........ $3.25 
241-3 Patent cutout oxford with black calf trim—sizes 3 to 9.... 3.25 


241-4 Brown kid cutout oxford with brown lizard trim—sizes 3 
BO aaeed eioccdiierach acces pidbcsicdasabmaniycunencee sianstedsadeissedetscecweddincecioetes 3.35 


AA-D—CINCINNATI A-D—AUBURN 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 
Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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New Low Prices 


Syn 





rae i) deCume New High Styles 














You can challenge competition with 
the new Ye Olde Tyme Comfort line 


That is a bold statement but you-can back it without fear 
of contradiction with the new high styled—low priced line 
of YE OLDE TYME COMFORT SHOES. Quality has been 
kept up to standard—style has been fashionably injected 
and prices have been interestingly lowered. Isn’t it rea- 
sonable to believe that with such a proposition you can 
challenge competition—and defeat it. See the next two 
pages. 





15/8 Wood Covered Spanish Heel Chrome Lining 


242 Black kid center buckle with black lizard trim—sizes 3 
DUP sciseiitoiiniaiiniaienianin ere $3.35 


242-3 Patent center buckle with black calf trim—sizes 3 to 9.... 3.35 


242-4 Brown kid center buckle with brown lizard trim—sizes 3 
NOT cocci cuss sie cic cance eidhaed ebeteetinbuaks tan vice toneisadoacuadabaussedniaasmmanaiacdaainis 3.35 


AA-D—CINCINNATI A-D—AUBURN 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 


Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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New Low Prices cf MoreE Tomes - New High Styles 


ss 


Comfort Shoe 








A new merchandising idea in the 
whirlpool of today’s economic change 


Merchants are buying carefully—conserving wisely. Need 
for good merchandise—properly styled—attractively priced 
—is so universal that the new YE OLDE TYME COMFORT 
proposition must succeed. These shoes are built to create 
consumer satisfaction—to afford better merchandising 
propositions for our dealers and, of course, to lead the way 
to the greatest COMFORT business the ALFRED J. SWEET 
COMPANY has ever known. Those who take advantage 
will prosper with us. See the next page. 


14/8 Wood Covered Cuban Heel Chrome Lining 


Black kid two strap center buckle—sizes 3 to 9 
Patent two strap center buckle—sizes 3 to 9 
Brown kid two strap center buckle—sizes 3 to 9 


AA-D—CINCINNATI A-D—AUBURN 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 
Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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New Low Prices 








Don’t you hear a lot 
about “Repeat Sales’’? 


Of course you do—but isn’t that the idea back of good 
business? You’ll agree that consistent profits build a 
progressive business. With the new YE OLDE TYME 
COMFORT line “‘repeat sales” are bound to come because 
style has been put into these shoes to make them saleable 
at sight and prices have been lowered to insure repeated 
turnover. No longer can competition defeat our dealers 
on price, style or quality. If you have not received a cata- 
logue write for one. We will have a salesman call if you 


TLINVOTAUNUL 


13/8 Leather Heel, Rubber Top Leather Lining 
Black kid center buckle—A to E, 3 to 9 
For special narrow toe Eastern last from Auburn order 64-8 
64-3 Patent center buckle—A to E, 3 to 9 
For special narrow toe Eastern last from Auburn order 64-9 


64-6 Brown kid center buckle—A to E, 3 to 9 
For special narrow toe Eastern last from Auburn order 64-14 


ALFRED J. SWEET CO. 


AUBURN, ME. CINCINNATI, OHIO 


Division of THE UNITED STATES SHOE COMPANY, Cincinnati 
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The Policeman 
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F-NDURANCE 


Policemen walk more and abuse their rub- 
ber heels more in one day than most of us 
do in a week. United “D” and Button Heels 
withstand this rigid test of durability. Manu- 
facturers have adopted these modern, smart 


looking heels as standard equipment, because 





their tight attachment and flat tread protect 
the style and service that have been built 


into the shoe. 


Look for the 


“—” 


Look for the 
“ Buttons” 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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for WHITE KID SHOES 








— 





will be longer. . 











you prepared for it 
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Amalgamated Leather Co ompanies, s, Inc. ne 


319 Arch Street, Philadelphia;xxFactories,Wilmington,De 
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OR warm 


weather wear 
we offer an ideal 
combination of 
lightness, smart- 
ness, shape reten- 
tion, and service 


that will make 
many a lasting 


customer. 
WINDSOR LAST 
TAN CALF OR 
BLACK CALF 


C. H. ALDEN COMPANY 


Designers and Makers of Men’s Fine Shoes 


Factory and Executive Offices, ABINGTON, MASS. 
Boston Office, 10 High Street 
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THERE was a 4.2% increase 
in Sport Shoe production in 
1929. The demand for men’s 
and women’s sport shoes 
promises to be even greater 
during the coming season. 
Snap up the appearance of 
your sport footwear with 
Diamond Brand Visible Fast 
Color Eyelets —they’re both 
decorative and practical. 





Th 


MBER 3 
-Y Xe) 


of 
Re 


E 
prod 
THE 
vic! 


oe? 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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Thousands in your city and 
vicinity are being “‘sold’’ by 
this convincing advertising 
of Dr. Scholl’s Methods of 
Relief from Painful Feet. 


Every month advertisements like the one re- 
produced are showing thousands of readers of 
Tat SATURDAY EVENING Post in your town and 
vicinity the way to foot health and comfort. This 


one appears in the March 22 issue. 

If you feature Dr. Scholl’s Arch Supports and 
other Aids for the Feet in your windows and talk 
Foot Comfort to people who enter your store, 
you will be well rewarded for your enterprise in 
more ways than one: 


(1) Your unit sales of these profitable items 
and shoes will be larger and your profit 
much greater — 

You will be rendering a valuable and 
distinctive service that makes for steady 
and permanent customers— 

You will be using the most effective 
method of meeting competition known 
in the shoe business today — 

You will be promoting bodily efficiency 
and foot health. 

Write us to send you details of our new Edu- 
cational and Sales Plan for building a bigger and 
better shoe business. It is revolutionizing the 
business of hundreds of progressive shoe dealers. 


THE SCHOLL MFG. CoO., Inc. 
Largest Makers of Foot Appliances in the World 
213 W. Schiller Street, Chicago 


62 W. 14th St., New York 112 Adelaide St., E., Toronto 
190 St. John St., London, E. C. 1 
Branches in the leading cities of the world 
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THE SATURDAY EVENING POST 


No more 


Foot Pains 


With this new, simple, scien- 
tific device in your shoes, you 
will be able to walk, dance, 
enjoy vigorous sports— with 
never a thought about your feet! 


Note how thin 
itis. Fits in 
any shoe like 


= | oan INSOLE! 


4 you have been enduring painful foot trouble 
because you have be lieved there is no esca ape 
from it, take new hope—now. 


Dr. Wm. M. Scholl has dev eloped and per fected 
a totally new kind of Appliance that will make 
your feet so delightfully comfortable, so completely 
sound, strong y and shi apely, that you will be amazed. 


If you have tired, aching feet, rheumatic-like BUNIONS 
foot and leg pains, cramped toes, painful callouses, Scho B 
weak or aie ankles or sore heels—Dr. Scholl's 
New Improved Arch Supports will give you im- 
mediate and permanent relief. 


They are remarkably thin and light, and fit in 
any shoe like an insole. 


They remove the cause of these foot ailments 
—muscular and ‘ligamentous strain and nerve 
pressure in the feet. 


Dr. Schoil’s New Improved Arch Supports are 
actually molded to the shape of your arches, and 
being adjustable, can be raised as the condition of 
your feet improves. This insures final and com- 

lete correction in a short time, after which the 
Seeests need no longer be worn. 


These benefits are not to be had in any so-called 
“arch ~. wel shoes, because all such shoes lack 
this vital feature of adjustment, and cannot possi- 
blyrestore weak and brokendownarches to normal. 

Dr.Scholl’s New Improved Arch Supports are scientifically 
fitted at leading Shoe and Department stores everywhere. 

For all foot troubles there is a specific Dr. Scholl Appliance 
or Remedy—40 in all —each one guaranteed to relieve and 
permanently correct the ailment for which it is designed 
All are made under Medical and Orthopedic  euperves ion 
Sold at all Shoe, Drug and Department store 

Write for Free Booklet 
ane Se Oe oy Fay meee Satins ane 


the symptoms of all foot silme ir 
core of the feet, ete. Address, The "Scholl Mig. Co., Chie — 


Dr Scholls 


Foot Comfort Appliances and Remedies 


CROOKED TOES 
Dr. Scholl's Toe-Flex straightens 
¢ yen 














Dl MeratarsatPaps 


A SIZE FOR EVERY REQUIREMENT 











WONT ng 


Thickness 3 16” 


Thickness 1/8” 
B-1 Without Cement, $1.25 per Doz. ickness. 2/6 


B-3 Without Cement, $1.25 per doz. 
No. 2. Same as No. 1 with Tacks, $2.00 per doz. No. 4. Same as No. 3 with Tacks, $2.00 per doz. 


J0% DISCOUNT IN GROSS LOTS 
~~F,0.B. OMAHA ~~ 


Thickness 3/8” é 
B-5 Without Cement, $1.00 per doz. 





Thickness 3 8” Thickness 3 8” Thickness 3/16” 
B-6 Without Cement, $ .75 per doz. B-7 Without Cement, $ .65 per doz. B-8 Without Cement, $ .65 per doz. 





ILLUS - “a > 1 ns 
TRATIONS BY 4 = 
Thickness 3 16” Rights and Lefts 
B-9 Without Cement, $ .75 per doz. Rights and Lefts Thickness 1/4” 
Thickness 5°16” B-11 Without Cement, $ .75 per doz. 


B-10 Without Cement, $1.00 per doz. 


All Metatarsal Pads packed one pair to a glassine hag:12pairs to a Carton 
Yanuracrureo ey CONS HOSE PROTECTOR Co. 


ORIGINATORS OF THE SPONGE RUBBER HOSE SAVER 
OMAHA- NEBRASKA 
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PRINTED IN U§A 





NO SHOE 
LACE EQUALS 
CORDO-HYDE 
A strong lace deserves 
a Strong statement.... 


Ww 


particularly so when its strength lies not only in physi- 
cal properties but in wearer preference 


So we safely say no lace equals the fine balance of desirable quali- 


ties to be found in Cordo-Hydes. 


Why not specify Cordo-Hyde Laces? 


Vv 


O. A. MILLER TREEING MACHINE CoO. 
BROCKTON, MASS. 
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MADISON W. PIERCE 





ALBERT B. EASTWOOD 


GEORGE H. TRENTMAN 





astwood Firm in 


ew Store 


Old Established Rochester Retail Shoe Establishment 
Occupies Its Own Building 


ONDAY, March 3, was a red-letter day in the 
M history of one of America’s famous shoe 

firms, William Eastwood & Son Co., because 
of the opening of the new Eastwood store in the build- 
ing at 29-31 East Avenue after having occupied a double 
store at 176 Main Street East for the past twenty-three 
years. 

All East Avenue turned out to welcome the newcomer. 
The Eastwood store occupies a commanding position 
within a stone’s throw of Main Street, and in the very 
heart of the city’s smart shopping district. Monday, 
when the handsome bronze mounted doors were thrown 
open, the expectant populace crowded in, many to buy, 
but probably the greater number to offer their personal 
congratulations and good wishes to the management and 
officers of the company. George H. Trentman and 
Madison W. Pierce, active managers of the business and 
vice-president and treasurer of the company respectively, 
were on the floor to receive their friends, which included 
nearly every shoe merchant in Rochester. 

Albert B. Eastwood, president of the company and 
son of the founder, the late William Eastwood, surprised 
his many friends by making an unannounced and quick 
return from South Carolina in order to be present at the 
opening. He expressed himself as delighted with the 
new store and the “wonderful job” that Messrs. Trent- 
man and Pierce, with their corps of assistants, had done. 

Anticipating a removal from old quarters, the East- 


66 


wood company nearly two years ago purchased the site 
where their beautiful granite front three-story building 
is located. Nearly half a million dollars was expended 
in construction work and in fitting the store with the 
latest and most approved equipment and furnishings. 
The new store is one of the deepest in the country, ex- 
tending 165 feet from East Avenue to Euclid Street. Its 
width is 29 feet. Brown and ecru with touches of vold 
here and there, are the prevailing tones of shelving, 
furnishings and both interior and exterior. The entire 
face of the building is of granite. 

One of the interesting features of the new sto! 
its broad expanse of frontage, with two broad windows 
and two sub-windows, one of these for the display of 
hosiery and accessories and the other for children’s shves. 
The overhead lights, five in number and a spotlight in 
each window, are hidden by gold and brown valances. 
Modernistic fixtures are used for display purpuses. ‘lhe 
back and sides of each window are of natural mahogany, 
as are the hosiery cases at the left front within. ‘The 
shelving, extending on both sides the full depth of th 
store and 9 feet in height, is walnut finish. The depth 
of the store is impressive, and to relieve the sales peoyle 
of too many steps thirteen Lamson basket carriers have 
been installed. These center at the cashier’s office in the 
store rear. There is also a narrow stairway in the cen'er 
of the store, hidden in front by a show case and mirror. 
This gives easy access to the stockroom in the basement. 


is 


e 
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Interior view of the new store of Wm. 


The overhead lighting is of the latest type specially con- 
structed, and so profuse as to make it a genuine “day- 
light” store. 

The second floor is devoted in large part to a lower- 
price shoe department for women. This is really an 
innovation and a recognition on the part of this com- 
pany of the insistent demand for popular priced shoes 
by a great many women who prefer pairs to extra 
quality. A large front room is handsomely furnished 
for the office of Mr. Eastwood. Messrs. Trentman and 
Pierce also have their offices on this floor and the account- 
ing department are here as well. The third floor con- 
tains the Eastwood factory, known as the Mocca Shoe 
Company. A thriving business in the manufacture of 
infants’ and children’s moccasins has been built up under 
the supervision of Alfred W. Dunn. The repair depart- 
ment also occupies a part of the third floor. 

e 
OR many decades the Eastwood store has been 
recognized as Rochester’s largest and leading institu- 
tion of the kind, for it has maintained its standing in the 
community for eighty-nine years. William Eastwood 
entered the business in 1856 and continued actively for 
more than fifty years. His son, Albert B. Eastwood, was 
brought up in the business and succeeded his father as 
president on the latter’s death. Recently the business was 
reorganized and Mr. Eastwood retired from active con- 
trol. Mr. Trentman and Mr. Pierce, the latter the son of 
the late John H. Pierce, for years an official of the East- 
wood company, now divide the responsibilities. For many 
years this store was on State Street, where it was 
founded. Nearly twenty-five years ago it moved east- 
ward on Main Street. The men’s store on State Street, 
Cosmo Dispenza, manager, will be continued. Mr. 
Trentman is first vice-president of the Rochester Retail 
Shoe Dealers Association, of which Mr. Eastwood was 
one of the organizers in 1911, and the first president. 

The fine spirit of fellowship, good will and neighborli- 

ness that exists among the shoe merchants in the city of 
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Eastwood & Son Co. in Rochester, N. Y. 


Rochester, N. Y., which is the direct result of confidence 
in one another built up through the Rochester Retail 
Shoe Dealers Association, was pointedly illustrated on 
the occasion of the opening of the new Eastwood store. 
Three shoe stores, I. Miller, Park-Brannock and Hanan 
& Son, all located on East Avenue, ran double column 
advertisements in the principal Sunday morning paper 
extending greetings to their new neighbor. 

“TI. Miller Stores, Inc., welcome their new neighbor, 
William Eastwood & Son Co. in their new location,” 
was the Miller greeting. 

Hanan & Son said in their advertisement : “We tender 
our welcome to this old-established firm because we know 
that the high standards of policy and of merchandise 
associated with its name will further enhance the distinc- 
tive character of East Avenue and its store.” 

“Park-Brannock Stetson Shops, Inc. welcome and ex- 
tend best wishes to Wm. Eastwood & Son Co. in their 
new location 29-31 East Avenue,” said the advertisement 
of that company. 

Nearly every shoe dealer in Rochester visited the store 
Monday and were greeted by President A. B. Eastwood, 
Vice-President George H. Trentman and Secretary- 
Treasurer Madison W. Pierce, also the heads of depart- 
ments. President William Pidgeon of the shoe retailers 
association headed a large group of shoe merchants who 
called. Manager Porter and his associates of the United 
States Rubber Co. paid their respects. James B. Lee, for 
a lifetime a the firm of Gould, Lee & 
Webster, which sold out four years ago after 107 years 
in the retail shoe business, called to extend his best wishes. 

Mr. Eastwood, who returned from Charleston, S. C., 
to be present at the opening, expressed particular pleas- 
ure at the friendly attitude of his fellow shoe merchants. 
“T am deeply impressed at the kindness of our friends 
and competitors,” he said. “It really is a wonderful and 
fine thing to have one’s fellow merchants call, praise 
It goes to illustrate the 


member of 


our efforts and wish us well. 
fact that we all have very much in common.” 
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Watch for the 
New Leather 


which will be introduced 
and featured by the styl- 
ists of the Duane Shoe Company in 
the March 29th issue of the Boot and 
Shoe Recorder. 








A Value Supreme—Sport Oxfords 


Goodyear Welt, G Gristle (Rubber) Sole, Leather Heels 

3003 Smoke Elk trimmed with 
Tan Lizard. 

3004 Gun Metal Calf trimmed with 
Black Calcutta. 

3005 White trimmed with White 
Lizard. 

3006 White 

Metal Calf. 


JF BZ,_SF ina, wana’ wiaths 









trimmed with Gun 


NEW YORK 








Goodyear Welt Sport Oxfords 
Duflex Soles and Heels 


A to C—3 to 8 

In Stock at $3.25, 

20700 Smoke Elk, Tan 
Calf Trim 


Tan Calf, 
Lizard Trim 


© 40705 White Elk, White 
rim 


20706 White Elk, Blk. 
alf Trim 


20703 Tan 





116 Daane Street 
New York City 





CONCORD SHOE CO., Inc. 


Ul IN THE 


A eo 
dhe iad Mh 


Duane Qualit 







T a recent banquet of the executiy 


and employes of the Duane §} 


Company at Marlboro, Mass., which js th 
present location of their factory, one of th 


principal topics under discussion wa; 
definite step toward increased proc uctio 
Executives of the Duane Shoe C. 
emphasized the great importance of th 
new development to the retail trade 


With greatly increased product’ n, th 


company’s position for consistent i1 Iprovg 
ment of quality in their popular lire wit 
out compromise of price, is enhanced. 
At the Marlboro banquet, Mr. M. 
Lynch, as toastmaster, relied on E. [. M 
Breen, sales manager of the Nev 
wholesale division on Duane Stree 
review of the business situation. 
ported that Duane sales for Januar 
showed a 42% 
1929, and a 20% 


for 
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He pointed out that this increase was m 
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SENSATIONAL VALUES 








i 


I) 


5304 
5304\ 
5305 
5306 
d 5307 
No. 7500—Black and grey Python calf No. 7506—Tan and brown | mn cal 
vamp, kaffor kid quarter. French vamp, suntan quarter, Tt Eyelet 5309 
corded, kid lined, one-strap. Also in Oxford. French corded, kid i. Als 
tan and brown Python calf, suntan in black and grey Pythor vam) 
quarter. High and baby Spanish heels kaffor kid quarter High 1 baby coop 
on each. Spanish heels on each. = 
Sizes 3 to 8—C wide Price $2.75 Sizes 5 
BLEECKER SHOE CO., Inc., 138-140 Duane St 
Boston, 216 Essex St. Philadelphia, 17 No. 4th if 109 RI 





Buckle In Stock 


Medium Toe 


No. 7011—Black kid, center buckle, grey 
silk kid collar and strap, 20/8 Spanish 
heel. 


New Center 
High Grade Turn 







AA to C 
In Stock 
No. 7012—Same as above, 15/8 Spanish 


heel. 


center buckle, 
strap, 20/38 


No. 7013—Patent leather, 
gold silk kid collar and 
Spanish heel. 


No. 7014—Same as above, 15/8 Spanish 
heel. 


HOU 





Immediate Delivery Only 


Imported 
Braided Sandals 


$2.10 
per 
pair 
in 12-pair lots. 
Beige and Beig 


White. Sizes 
8 C Wide. 







BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 
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Increases Sales. 


terially influenced by the prevalently popu- 
lar Dancette Pump, which is characteristic 
of the entire line so widely received in 
every up-to-date, popular priced shoe stock. 

Edward L. Metzner, Vice President and 
Treasurer of the company, expressed his 
keen appreciation for the loyalty of the 
workers in the organization, contending 
that the growth of the business and im- 
provement of Duane shoe quality could be 
directiy attributed to their consistent effort 
and pride in quality and production. As 
testimony of his sincerity, he established an 
Employes Relief Fund, with an initial en- 
dowment of $1000.00, and the assurance of 
a similar contribution annually. 

At ‘his time, just enough information has 
been obtained to indicate that Duane has 
been working on a new leather which 
should lend great impetus to the industry. 

Announcement of this new surprise 
leather is expected in the Boot and Shoe 
Recorder by the end of the month. 








BROADWAY 
5304 Dark Tan Kip, 
Light Lizard Trim. 
5304\ Light Tan Kip, 
Light Lizard Trim. 
5305 Rose Blush Kip, 
Light Lizard Trim. 
5306 Blonde Kip, Light 
Lizard im 
5307 Saceee Elk, Tan 


k Trim. 
5308 White Elk, Black 
Kip Trim, 

Harco Crepe Soles. 
G00D GRADE McKAY 
Sizes 3 to 8; C Wide $2.15 


B. FRIEDMAN SHOE CO., Ine. 


1089 READE STREET ESTABLISHED 1880 
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in advance, with this new 
Sandal Tie. 


Comes in: 
Patent leather, Parchment 


Cuban heels. 


131 Duane Street 


One of the most beautiful shoes we've 
pictured, this unusual tie will be a 
knockout for the season to retail at 


white kid, in both full breasted and 






Ke Er 


Cutout Sandal Tie 


Dryzer & Rosenberg are again a step 


Cutout 


kid and 









DRYZER & ROSENBERG, Inc. 


“Shoes under Market Prices” 


Headquarters for Mail Order Houses, Department Stores and Bargain Basements 





This Oxford Goodye 


its class. 


Hubschman’'s Tan Full G 
skin. 

Same as above in White El 
with Black Calf. 

Growing girls’ widths—A t 
$3.00. Sizes 2% to 8. 
Misses’ widths—B to D. 
Sizes 11% to 2 





Smoked Elk trimmed with No. 123 


Parade Sport Oxford 


ar Welt, 


construction, with Essex 
Realite Sole, dominates all in 


rain Calf- 
k trimmed 


o D. Price 


POWELL & CAMPBELL 
122 DUANE STREET 
ESTABLISHED 1879 


Price $2.60. cr . 





Stock No. 560 
$3.00 





HEADLINERS! 








_— 





you. Write for partici 








Here’s something worth shouting 
Roudoir slippers with spring or Cuban heels, 
in delicate pastel colors and luxuriously 
lined with sateen, rayon, satin or kid Re- 
tailing at $2, $3. and $4. . 
prices for your customers, yet profitable for 


nlars. 


GOLO SLIPPER COMPANY 


129 Duane Street, New York 


. moderate 


Kid D’Orsays in 
Pastel Shades 





about! 








Leading the Country in 
BARRETT’S PYTHON CALF 


We are the only house in the country sell- 
ing all BARRETT’S PYTHON CALF in black 
and white and beige claire shades. 


Special yee Notations 
Al BARRETT’S 














) 

) Genuine Kid Lined 
) Leather Inner Soles 
) High Grade McKays 
ike and Baby Heels 


$3.00 


ql 
(2 
(3 
(4 
8p 









00. 440 
Opera Number 3 Bye Oxford Number 


Specify Color 


LEVEY BROTHERS SHOE Co. 


145 DUANE STREET 
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137 DUANE STREET 








Sensational Values 


In Stock 

















Imported Czecho 


Sandals 





975—Natural Calfskin with brown trim...............000ceeeeee $2.25 
97G—Natural Calfskin with white trim.................0c00e0e> 2.25 
enn Ces Ce Sie cvcccnneduéecdsiesseeveceessosevtes 2.35 
SNEED GD s6-006.0:55s 606 6000 KEEN ES Obs. 6000084400088 50040602 2.35 


J. WEISS SHOE Co. 


NEW YORK CITY 





















































The TRAVELING 
SHOE SALESMAN 


< < 


OE KALISKY, representing Thomp- 

son Bros. Shoe Co., in the central 
west, was the guest of honor at a dinner 
tendered him at Havana, Cuba, by the 
Clerks’ Association of that city, Febru- 
ary 13, in the grand dining room of the 
organization’s headquarters building. 
Some four hundred members of the as- 
sociation attended. During this year’s 
sojourn in Havana, Mr. Kalisky’s labors 
in behalf of his fellow travelers in the 
“States” became known to a number of 
his fellow members in the Clerks’ Asso- 
ciation with the dinner in his honor 
resulting. 


LAUDE M. CRAFTS, sales manager 

of the G. P. Crafts Co., of Manches- 
ter, N. H., makers of men’s and boys’ 
shoes, is now on a two-months’ trip 
which will take him to the Pacific Coast 
and back. Included in his samples are 
in-stock and make-up styles for spring 
and summer, also number for next fall, 
on which, although business has not been 
heavy to date, there will be considerable 
business later in the season. Mr. Crafts 
has been with this company for nearly 
thirty years, starting in the cutting 
room and working in practically every 
department. For some time he has 
personally covered the larger accounts 
in all sections of the country. 


RAS*. SHEPPARD, formerly a mem- 
ber of the sales force of the C. S. 
Emerson Shoe Co. of Derry, N. H., 
has taken on the line of stitchdowns 
made by the MacRoberts Shoe Co. of 


Orange, Mass. He will travel through- 
out a large territory. 


ICHAEL SHEA is now selling to 

volume buyers the line of the Au- 
burn Shoe Co. of Mechanics Falls, Me. 
This company manufactures shoes for 
the younger generation. Mr. Shea for- 
merly traveled for the Monroe Shoe 
Co. of Auburn, Me. 


RWIN RANKIN is continuing with 

a new line in his old territory— 
Washington, D. C., to El Paso, Texas 
—a territory which he has covered for 
a great many years. His new line is 
that of Schwarz-Ruggles, Inc., of Rock- 
land, Mass. Mr. Rankin’s last previ- 
ous connection was with Alden, Walker 
& Wilde, Inc., of Rockland. 


66 ILLY” MEAD, well known among 

shoe travelers and merchants, is 
now representing Hakim Bros.—Kassar 
Co. of Brooklyn, selling their line of 
turn shoes, mules and D’Orsays in the 
Middle West, South and Southwest. 
Mr. Mead started out this week on his 
first selling trip with this line and he 
is looking forward to a good season’s 
business, 


< 


D ARCHER, 
* formerly a 
representative for 
nine years of the 
Lape & Adler Com- 
pany, is now asso- 
ciated with the 
Walker T. Dicker- 
son Company, suc- 
cessors to the Riley 
Shoe Manufactur- 
ing Co., of Colum- 
bus, Ohio. Mr. Ar- 
cher’s home is in 
Louisville, Ky., and 
he will represent 
the company in Michigan, Indiana, II- 
linois, and a few of the large cities of 
Kentucky and Tennessee. He will carry 
a new line of Metatarsal Arch Relief, 
De Luxe Compo and Sport Welts made 
by the Walker T. Dickerson Company. 


D. Archer 


W. EVANS, who is enjoying life at 
¢ Davenport, Fla., writes that he 
plays golf frequently with F. E. Foster, 
of Chicago, and George Spangler, for- 
mer manager of the National Shoe Re- 
tailers Association. He says the Holly 
Hill golf course at Davenport leaves 
nothing to be desired and reports a re- 
cent score as follows: Spangler, 93; 
Evans, 95; Foster, 97. 





Caught on the Course 











A snapshot of Elmer C. York, North- 
western representative of Boyd- 
Welsh Shoe Co. (left) and Joseph 
J. Hyland, of Huegel & Hyland, 
prominent shoe retailers of Madison, 
Wis., at Hot Springs, Ark. 
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NEWS 
of he ROAD 


HE office of the National Shoe 

Travelers Association has sent re- 
quests to the secretaries of all affiliated 
associations asking that each associa- 
tion place on its “exchange list” all 
other associations. In other words, sec- 
retaries are asked to send to the sec- 
retaries of all other associations copies 
of all announcements, etc., which are 
sent from time to time by these secre- 
taries to their own members. In this 
way it is hoped to keep affiliated as- 
sociations more closely in touch with 
one another, to cement the bond which 
already holds them, and to be produc- 
tive of much good because of the inter- 
change of ideas which will inevitably 
result. 


ROM Illinois to Oregon is a “long, 

long trail.” But A. B. (“Abie”) 
Clark and Mrs. Clark didn’t mind that 
because it was in the interest in their 
son’s work that they forsook their home 
in Illinois to trek to the far West. Mr. 
Clark even gave up his shoe lines he 
had sold so successfully in the East. 
He is now located in Ashland, Ore., 
which he describes as a beautifully l\o- 
cated town in the southern part of Ore- 
gon. He plans to sell shoes hereafter 
on the Coast and just now is consider- 
ing Eastern lines. Mr. Clark is not 
only an able salesman but a man who 
easily makes friends and holds them. 


JEFFERSON DAVIS, of Chica- 
* go, a recognized factor in the ex- 
port field, died at the Chicago General 
Hospital recently, the result of skull 
and internal injuries sustained in an 
automobile accident Tuesday evening 
at Oakdale Avenue and Halsted Street, 
Chicago, when he was struck by an 
automobile. 

Prior to 1912 Mr. Davis was associ- 
ated with Roberts, Johnson & Rand 
Co., of St. Louis, connected with their 
Chicago salesroom. Subsequently his 
natural bent for studying foreign field 
became apparent and his travels car- 
ried him to the principal countries both 
oriental and occidental. His ability to 
coordinate supply and demand in a 
large way between sections far removed 
was recognized by large operators in 
various countries and as a result his 
organization of T. J. Davis and Part- 
ners operated in various fields in addi 
tion to the shoe trade. 

He is survived by his widow, Mr 
Hazel Davis and one daughter, both of 
Morris, Ill., where Mr. Davis long made 
his home. 

His genial nature and_ splendid 
selling ability will be missed by man 
friends in many lands. 
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Me Real 
Repeat Sellerr 


The Original and Most Complete Young 
Men’s Line of $3.50 Genuine Calf Stylish 
Shoes with Built In Health Shoe Features. 


Stocked as Narrow as AA and as Wide as 


EEEE. 





Our Agency Plan Is Worthwhile Investigat- 


ing. 
Send for New Folder 








Styles the Young Fellows 
Demand 
Plus 
Health Shoe Features 








They Need 


SUPPORT 
INSIDE 


ARCH-RITE 


HEALTH SHOES 


To Retail at $5.00 and $6.00 


BOB SMART SHOE COMPANY 
MILWAUKEE WISCONSIN 
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7, A. DELANY, secretary of the Na- 
¢ tional Shoe Travelers Association, 
is in receipt of a letter from the officers 
of the California Shoe Retailers Asso- 
ciation, advising him that all members 
of the shoe traveling fraternity will be 
most cordially welcome at the meeting 
of the west coast association, when they 

ather in convention next June at the 

otel Del Coronado, San Diego. This 
letter sets at rest rumors which have 
been heard to the effect that traveling 
men were to be barred from attendance 
—a rumor which arose from the fact 
that travelers have been requested not 
to spread their lines in the convention 
hotel during the two or three days of 
the convention. 

This, in itself, is a distinct innova- 
tion. The merchant members of the 
association have agreed to make this 
coming convention a purely educational 
affair, consisting largely of open forum 
meetings and conferences during which 
merchandising views will be exchanged. 
It is not the intention, however, to keep 
traveling men out. In fact, they will be 
welcome and doubly so if they can con- 
tribute out of their own experience 
anything of benefit to the merchants 
who attend as delegates. 


HE semi-annual get-together last 

week of the sales staff of the W. B. 
Coon Co., Rochester, was the occasion 
not only of a renewal of friendships, 
but also of a lot of intensive work on 
the new line for fall. 

President Bronson, Sales Manager 
Elmer’ Fischer, Executives John 
Schelter and George Harris and Adver- 
tising Counsellor Fred Hughes worked 
with the men. The veteran salesmen 
present, each 
twenty-five years of 
credit, were Dave Oster, 
Niles (“Nick”) Swanson and J. 
Hicks. These men worked for years 


service to his 
Fred Zorn, 


under the late Wilbur B. Coon, founder | 


of the business, who died four years 
ago. The salesmen were all enthusiastic 
over the company’s plans for further 
expansion this year. 


EK? E. EVARTS, formerly president 
of the Rochester Association of 
Traveling Shoe Salesmen and now a 
resident of Long Beach, Cal., keeps in 
touch with his many friends in his old 
home town, Rochester. Ed has been 
selling shoes on the Coast for the past 
few years and has not lost a single 
bit of the remarkable pep that won him 
fame and success when he sold shoes 
in Ohio and other Eastern States for 
C. P. Ford & Co. 

“I have a very warm spot in my 
heart for Rochester,” wrote Eddie in 
a recent communication to the Roch- 
ester correspondent of the Recorder, 
“and all the old friends there whose 
friendship I cherish greatly.” Mr. 
Evarts’ home is at 1081 Lime Avenue, 
Long Beach, Cal. 


HE Shoe and Leather Club of Cin- 

cinnati has elected the following 
officers: Felix P. McCarthy, president; 
Charles F. Moorman, vice-president; 
E. E. Furstenau, secretary-treasurer; 
George Newman, Jr., governor for two 
years; George A. Springmeier, gover- 
nor for one year. 

William Twenhofel will serve the sec- 


with from fifteen to| 








Persistent Hard Work Won It 


_| 





Several of the groups affiliated 


of the above picture impossible. 
T. A. secretary, handing to A. C 


Southwestern won it last year w 


with the National Shoe Travelers’ 


Association have announced their intention of making a repetition 


Here is shown T. A. Delany, N. S. 


han . Ludlam, of the Southwestern Shoe 
Travelers’ Association, the cup awarded each year by the National 
to the association showing the largest increase in membership. 


The 
ith an increase of approximately 30 


per cent 











| ALESMEN for the Commonwealth 
| Shoe and Leather Co. are in their 
| territories following a successful sales 
conference conducted at the Whitman 
plant, and closing March 3 with a din- 
ner. President Charles H. Jones of the 


c,| company was the principal speaker, out- 


lining in detail the fight being waged 
to get tariff protection for shoes, in 
which he has been the prime mover for 
months. Sales Manager Alfred G. Mat- 
less outlined the season’s prospects and 
pointed out the various features of many 
of the new features of the lines. Other 
speakers were Paul S. Jones, who ex- 
plained the Boy Scout line which the 
company makes and distributes, Fred- 
erick C. Cook and Walter Avery, the 
latter touching upon the advertising 
situation. 

AYMOND A. GILLETT is now 

covering New England for the 
Haseltine-F reedlander Shoe Co., of Bos- 
ton, manufacturers of high style McKay 
footwear. At one time Mr. Gillett was 
with the Nathan D. Dodge Co., of New- 
buryport, and more recently sold the 
line of the W. D. Hannah Shoe Co., also 
of Newburyport. 


ILLIAM H. LARKIN, of the sales 

force of the Stacy-Adams Co., of 
Brockton, has been again put in charge 
of Country Club Day, one of the fea- 
tures of the Boston Shoe and Leather 
Fair, to be held during the week after 
July 4. Country Club Day this year 
falls on July 7, according to present 
plans, but the golf course to be played 
by visting merchants and their hosts 
has not yet been decided. Last year the 
Woodland course in Auburndale, Mass., 
was selected. This year there has been 
some talk of using one of the other 
courses, possibly the South Shore, at 





ond year of his term as Governor. 


Hingham. 
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| HE Central Shoe Company, 

St. Louis, makers of Robin Hoc! 
shoes for boys and girls, have open 
a new show-room at 144 Duane Stre: 
New York City, to take care of th: 
increasing business in New York a) 
the adjacent territory. O. E. Hoski 
son, who formerly traveled for A. 
Bates Company and Queen Qualit 
and well known in the Eastern ter: 
tory, will be in charge. Herman Du 
say, an experienced and successful r 
tail shoe man will assist him. 

The Robin Hood line was introduc: 
to the eastern trade about a year ag 
and has shown a nice increase in bus 
ness. 


N a market letter, addressed to reta 

shoe merchants, A. C. Lawren 

Leather Co. makes the following obser 
vations on style and buying trends: 

“In former years the January sho 
style shows marked the beginning of 
active buying by shoe retailers, and 
substantial Easter orders were placed 
immediately thereafter. 

“With the growth of hand-to-mout! 
buying, retailers’ spring orders ar 
placed later and later each season and 
in smaller units. This season’s order 
are being placed later than ever, an 
it seems as if considerable harm wi! 
result. 

“The trade is well agreed that beig: 
in the suntan shades is the big numbe 
until Easter. They also agree that : 
big white season will follow. They fu 
ther appreciate the sport shoe vogu 
in elk and calf. Most retailers kno\ 
what they want for spring, yet the 
delay ordering. 

“Failure to place orders early f¢ 
specified delivery can only result in a) 
avalanche of last minute Easter or 
ders that will overload shoe factorie: 
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CONSTANT COMFORT @ 


CONSTANT COMFORT CONSTANT COMFORT 


CONSTANT COMFORT 


> 





@ CONSTANT COMFORT © CONSTANT COMFORT © CONSTANT COMFORT 





Constant Comforts mean Turns 


and 
Turns mean Constant Comforts! 


CONSTANT COMFORT 


Genuine turns, made in a factory that specializes in 
turns, by experienced turn shoe craftsmen—that 
gives you the most important part of the story of 
Constant Comfort Shoes. The rest of it is this: 


& 


Co-ordinated Lasts and Patterns, by which every width 
in every size gives sample-size fit and appearance. 


Same day shipment on more than 90% of all orders 
received. 


A twelve-day factory schedule for make-up orders. 


CONSTANT COMFORT 


And last but not least, intensive co-operation with A-W 
dealers through the Service Bureau for Retailers, 
established in 1928 for the purpose of promoting 
mutual confidence, good-will, better and more profit- 
able shoe merchandising, and as the contribution of 
the Ault-Williamson Shoe Company to more efficient 
marketing methods in the shoe and leather industry. 


> 


The Ault-Williamson Shoe Company will welcome in- 
quiries from interested shoe merchants. 


CONSTANT COMFORT 


® 


AU LT-WILLIAMSON 


SHOE COMPANY 


AUBURN, ME. TURN SHOE SPECIALISTS ST. LOUIS, MO. 
(Factory and In-Stock Dept.) (In-Stock Dept.) 





CONSTANT COMFORT 








® CONSTANT COMFORT © CONSTANT COMFORT © CONSTANT COMFORT 
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LY¥OAHOD LNVISNOD © LYOAHOD LILNVLSNOD 


® 


@ L¥OAKOD LNVLSNOD 





Where Convenience Counts ~ ~ = 


You are overlooking a decided sales advantage 


if you are not stressing the advantage of lacing 
hooks on boys’ shoes. Boys like them because 
they are quick and easy to lace. Their mothers 
like them because the boy can be taught to 
look out for his own shoes . . . Stress these ad- 
vantages with your customers . . . They mean 
readier sales. 


TUBULAR RIVET AND STUD CO. 


United Shoe Machinery Corporation, Seiling Agents 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


CING HOOKS 


\ 
4 
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“She j 
FLORSHEIM 
SHOE 


Wish FEETURE AR Gull 


* . is 





AU 


$ param 
a ‘ap 


Te im 
Flore | 


ere 


C [Fi ETURE ARCH = 


A shapely, good-looking blucher which, in addition to 
all its other comforts, also has The FLORSHEIM FEETURE 
ARCH built in, a flexible-rigid support that strengthens 
weakened arches and keeps healthy feet strong. . . . 


Kee < Ready to ship from stock in both Black Kid (Stock 


Style S-155) and Golden Brown Kid (Stock Style S-156 ) 


Hear the “FLORSHEIM FROLIC” every Tuesday t—the greatest sh 
$] broadcast ever on the air—National Chain—Coast-to-Coast—8:30 P.M. 
RETAILING AT 9) (E. S. T.), 7:30 P.M. IC. S. TJ, 10:30 P. M. (M. S T.l, 9:30 P.M. IP. S. TL) 


THE FLORSHEIM SHOE COMPANY -: Manufacturers - Chicago 
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Every pair of White Kid Shoes 
you sell this Season must be 


cleaned frequently. 


The First Cleaner you recom- 
mend to your customer will deter- 
mine how much or how little re- 


peat business you will receive. 


a ore! 


Kid White 


has won its leadership through 


outstanding merit because it .... 


1. Cleans instantly! 
2. Gives a pure glossy White! 
3. Will not turn yellow! 


Everett & Barron Co. 


Providence, R. I. 





a. 








Today’s leaders in 
the slipper field 


are specifying 


for slipper uppers 


BEAUTY 
STYLE 
SALES APPEAL 


With nine-tenths of the slipper 
sales made on beauty appeal, Zapon 
has registered 100% with aggressive 
slipper manufacturers. 


This material has for years occu- 
pied a dominant place whenever a 
luxurious finish at a comparatively 
low cost has been essential. Beau- 
tiful patterns and a soft texture 
that insures extreme wearing com- 
fort without sacrifice of durability 
plus exquisite coloring, place Zapon 
at the head of the list as a sales and 
profit builder. 


Ask your slipper manufacturer about Zapon 


a eG 


ZARINE 


Brought from France to America for the first time by 
Zapon, this chamois soft material in various colors and 
patterns is the sensation of 1930. Send for samples. 


The ZAPON COMPANY cw STAMFORD, CO” 
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CHILDREN’S FLEXIBLE WELTS 


All Goodyear Welts 


Ready 
for 
Immediate 


Shipment 


No. 97 
Infants’ and Children’s Black Elk Blucher 
Lace Oxford. Selected Full Grain Elk with 
Belting Leather Soles. 
Also in Tan Elk No. 94. 


Sizes 5 to 8, B to D 
Sizes 8% to 11, A to D 


No. 96 
T . ° 8’, Children’s 1 Misses’ All Pat- 
VERYTHING salable in Children’s footwear or aan aoe eae ie on 


Infants’ and Children’s. Oak Soles with 


will be found in our new Spring and Sum- Low Leather Heel and Rubber Tep Lift 
. Sizes 5 8, $2.0 
mer Catalogue. If you have not received your Sizes 814 to 11, 35 


Sizes 1144 to 2, 4 


copy send for it today. It shows over 100 shoes Also in Tan Elk No, 94. 
in stock in full ranges of sizes and widths. 


Melanson Juvenile Goodyear Welt Shoes are 
business builders. By anticipating your require- 
ments to a moderate degree, and frequent sizing 
from our mammoth stock, you can meet every 
demand with a minimum investment. 


No. 95 
7 ; 4 Infants’ and Children’s Smoked Camel 
Shipments from stock are invariably made on Hik Blucher Oxford. Selected Full Grain 
. . ° Elk with Belting Soles 
day order is received. Sizes 5 to 8, B to D 
: Sizes 8% to 11, A to D.. eee 
Also in Tan Elk No. 94. 


Our new catalogue shows a com- 
plete line of Children’s Sports 
Shoes. It’s going to be a big Sport 
Shoe season. Make a bid for this 
Juvenile business. 


No. 530 
I Misses’, Children’s, Infants’ and Kacks 
J. ° Melanson Sons Corp. Misses’, Children’s, Infants’ and Kacks 
Leather Heel. Others Spring Heels and 
Belting Soles. 


America’s foremost makers of Juvenile Goodyear Welt Shoes Sizes 2 to 5, € to F.. 
Sizes 51% to 8, B to D 


North Adams Massachusetts sis #44 to Ti te Do 
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jr SOILED 


IN AN AUTOMOBILE 
ITS SPRINGS 
AND COACHWORK 
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Give your customers the comfort they demand. 
Show them shoes with CRAWFORD Arch Supporting 
Shanks that make walking a pleasure. CRAWFORD 
Shanks embody a fine combination of rigidity and 
flexibility — applied so that the shoe and the shank 
keep their shape and still provide constant support 
to the arch as the foot changes its position in walking. 
Specify their inclusion by their full name, 


CRAWFORD SHANKS 


UNITED SHOE MACHINERY 
CORPORATION 


BOSTON -:- MASSACHUSETTS @ 


-_ 
' Ve 4 
SPLIT RIVET 7Z 


One end of the SHATO jg 
CRAWFORD Shank INSOLE 
is slotted and fitted arse SLOT 


around a split rivet { yoy 








so that it will slide 
back and forth as the 
weight of the body 
is applied to and re- 
moved from the foot. 














Boot anD SHOoB RECORDER 
combining THg SHOE Retaiuer, March 22, 1330 





in a shoe its the 


PAW FORD 
_ SIHAS 


combining THE SHOE RETAILER, March 22, 1930 








ans 


EPeee a> 


Fe 











The “HITS” of the Shows... 

The Cream of the “MAKE-UPS”... 
The Pick of the Spring Shoe Crop... 
IN-STOCK by MENIHAN 


 —_— for the past decade has 

“stocked the newest first’ and for 

Spring 1930 presents the most com- 

plete, most popular and most au- “ELS AMAR” 

thentic display of the Season’s 18/8 High Cuban Heel 

sure-fire sellers. B-426—Genuine Beige 
Snake with Brow n- 
stone Kid Trim.$6.00 


Compare them with any pat- ZB GENUINE 


terns offered for Spring. 
Then, remember that 
MENIHAN stocks them REPTILIANS 
Now, making it possible 
for you to offer your ae 
customers a_ wider 
range of styles S % a“ IN STOCK 
than ever... =a 7 
with Jess inven- ~~ seated 
tory, quicker “AGATE” \ 
turnover and Special Process 
Profits Bans Genuine Beige 
7 with Sand 
, Kid Quarter ....$6.25 
15/8 Cuban Heel 
” fee Linea oe, Beles 
Kid Quarter... .$6.25 


“WISP” 
orga, Tre 
/ ee os r * ” 
B-425—Genuine Beige ERNESTA 
Snake with Brown s 
Kid Quarter and a singe ll 
Strapping on Vamp ry 16/ oe 4 
$6.25 B-424—-Genuine eige 
Note! . * Snake with Brown- 
stone Kid Trim.$6.50 
Mail your order today, 
and request In-Stock Cata- 
log. This will automatic- 
ally place your 


name on our 








Mailing List—so 

— opener that you will get 
“FLARE” steal : the latest style in- 
Special Process Terms Net 30 Days formation at 


21/8 Heel Twenty-five cents additional for 
B81¢—Geavine Beige orders of less than three pairs. once, 
k a. 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 


Pittsburgh Office Cleveland Office 
Henry Hore. Makers of Menihan Arch-Aid Shoes THe HOLLBNDEN Hore. 


W. A. BARNEY A. F. JEBNES 











Chicago Office New York Office New England Office San Francisco Office Los Angeles Office Detroit Office 
MasEstTio Hore. 846 MaRBRIDGEs BLDo. Draper HOTEL PLaza HOTEL 111 East 8TH St. DETROIT-LELAND Hots. 
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Senate Again Rejects Shoe Duties 


Hides and Leather Also on 
Free List as Bill Goes to 
Conference Committee 


WASHINGTON, D. C.—By a vote of 
42 to 37, the Senate on Monday rejected 
the amendment to the tariff bill pro- 
posed by Senator Oddie, of Nevada, 
providing duties on hides, leather and 
shoes, and for the second time went on 
record in favor of retaining these com- 
modities on the free list. 

This action leaves the tariff situation 
relative to shoes, leather and the raw 
materials which enter into their manu- 
facture virtually the same as it was 
prior to the attempt of the group of 
Senators representing the big cattle 
producing States to force a change in 
the ‘Senate bill. The question goes to 
the conference committee, whose func- 
tion it will be to reconcile the differ- 
ences between the Senate and House 
measures. 

The shoe and leather duties provided 
in the Oddie amendment as it was 
finally voted upon were far from satis- 
factory to those industries, as evidenced 
by the fact that Senator Walsh of 
Massachusetts voted against it after his 
attempt to obtain duties on leathers and 
shoes, while retaining hides on the free 
list, had been turned down by a vote of 
40 to 20. 

As voted upon the Oddie amendment 
would have provided rates of 4 cents a 
pound on green and 8 cents a pound 
on cured hides; 6 cents a pound and 6 
per cent on sole leather; 5 2-10 cents a 
square foot and 4 8-10 per cent on side 
upper and patent leather; 10 per cent 
on goat and kid leather; 8 cents a pair 
and 20 per cent on women’s shoes of 
the McKay type of manufacture, and 14 
cents a pair on all other shoes. The 
House bill provides rates of 10 per cent 
on hides, 12% to 15 per cent on leather 
and 20 per cent on shoes. 

While the entire question as to 
whether or not tariff protection will be 
accorded the leather, shoe and hide in- 
dustries is thus put squarely up to the 
conference committee, the fact that the 
Senate has twice voted to keep these, 
commodities on the free list leads to, 
the assumption that the Senate con- 
ferees will make a determined effort in 
the committee to continue the present 
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Medium Toe Favored by 
Yale Men 


New Haven, Conn. (UTPS)— 
The vogue of sport shoes at Yale 
has materialized, according to 
early season predictions, local 
dealers having anticipated the 
spring demand. Henry Pabst, 
manager of the shoe department 
at J. Johnson & Son, 85-89 
Church Street, reports an un- 
usually heavy early call for the 
less formal styles. Ten different 
lines of sport shoes with both 
leather and rubber soles and all 
kinds of combinations are carried 
by the Johnson store. 

A decided swing away from 
broad toes is noted by Mr. Pabst, 
who says the medium pointed toe 
is now in demand among the col- 
lege men. Although the Johnson 
store has been handling rubbers 
and spats for but two seasons, 
Mr. Pabst reports the sale of 
both was doubled during the sec- 
ond year. Demand for high shoes 
has faded alost to the vanish- 
ing point. 














policy of admitting them free of duties. 
Notwithstanding this fact, it is believed 
that representatives of all three indus- 
tries will continue their fight for tariff 
protection as long as there is a possi- 
bility of obtaining action in accordance 
with their desires. 


Snyder & Little in New 
Location 


WASHINGTON, D. C.—After thirty- 
eight years at 1211 F Street, N. W., 
Snyder & Little have moved to 607 
13th Street, just around the corner. 
The original firm of Snyder & Kidd 
opened the F Street location, selling 
top grade men’s and women’s shoes. 
On the retiring of Mr. Kidd, Neuman 
Little entered the firm and the store 
continued under the present name. The 
new store, half a block from F Street, 
makes a beautiful shop; one large win- 
dow for display, and the interior is 
especially bright and cheerful. 
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Merchants Protest 
Against Proposed 
Tax on Gross Sales 


LOUISVILLE, Ky.— Dann C. Byck, 
head of Byck Brothers & Co., large local 
shoe dealers; Fred Levy, of Levy 
Brothers, men’s store; Harry Schacter, 
representing Herman Straus & Sons 
Co., and representatives of the John C. 
Lewis Co. and a number of other mer- 
chants were in Frankfort, Ky., March 
15, to protest before Gov. Flem D. 
Sampson against the gross sales retail 
tax bill, passed by both divisions of the 
legislature, in the face of strong pro- 
test of the larger and especially the in- 
dependent merchants. 

This bill provides a tax of 1/20 of 1 
per cent on gross retail sales up to 
$400,000; and then a steadily advancing 
rate on each $100,000 of sales, to 1 per 
cent on sales of $1,000,000 or more. The 
first million in sales could cost the mer- 
chant $3,450; the second and each suc- 
ceeding million, would cost $10,000. 

The bill was favored by small inde- 
pendent grocers, food products, bakery 
and drug store merchants, as it was be- 
lieved it would handicap chain stores. 
The large independent merchants have 
fought it from the start. The original 
bill was a chain store bill, providing a 
tax of $25 on one store, $50 on the 
second store and an increase of $25 per 
store for every store owned by an or- 
ganization. After a similar bill had 
been held unconstitutional in Indiana 
by the Federal Courts, the Kentucky 
bill was revamped into a gross sales 
tax law. 


Mark Silvers Honored 


SAVANNAH, GA. (UTPS)—Mark Sil- 
vers, newly elected president of the 
Southeastern Shoe Retailers Associa- 
tion, was honored by the Savannah 
Shoe Trades Association, of which he is 
also president, at a dinner meeting held 
recently, when a most delightful enter- 
tainment program was given and an 
interesting address made by Harold 
D. Hamilton, of Boston, representative 
of the United Shoe Machinery Com- 
pany. A unique feature of the meeting 
was that Mr. Silvers was made to pre- 
side and introduce and thank the various 
members who made talks in which they 
referred to him in most complimentary 
terms. 








Willur Coon Shoes 


ESIGNED to meet the demands of the woman 

who requires comfort and wants style—Wil- 
bur Coon Shoes give customer satisfaction which 
brings profitable repeat business. 


The one line that offers all the four essentials—Fit- 
ting — Quality — Comfort — Style— plus lasts and 
patterns correctly proportioned for various types of 


hard-to-fit feet in an adequate run of sizes and 
widths. 


Wilbur Coon Shoes are stocked in numerous lasts 
featuring Special Measurement in Sizes 1 to 12, 
Widths, AAAA to EEEEE. Wilbur Coon Shoes 
are designed to fit every known type of foot, and 
their extreme “Style” and “Ease” make this line ex- 
tremely salable. Once a customer has been cor- 
rectly fitted in Wilbur Coon Shoes—she’ll be a re- 
peat customer. 


Write for details about our Stock Service Depart- 
ment, and ask us to tell you how Wilbur Coon Shoes 
can increase Your business. 


37 Canal Street 


ROCHESTER, N. Y. 
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Incompetence Chief Failure Cause 


—_——_—_ 


Educational Director of Chain Store Association Says It Is 
More Damaging Than Competition 


INDIANAPOLIS, IND. — Incompetence, 
and not competition, is the cause of the 
failure of nine out of ten retail stores 
in America. Deloss W. Walker of New 
York, educational director of the Na- 
tional Chain Stores Association, made 
this assertion in an address on “The 
New Day” at the last meeting of the 
Advertising Club of Indianapolis. 

“Nine out of ten retail stores even- 
tually fail, but the failure is not pri- 
marily due to any other reason than in- 
ability to meet the demands of the public 
in some form or other,” he said. 

“A retail store in one classification of 
business fails in Louisville, Ky., each 
day —or thirty stores a month. We all 
fail when others about us fail; we all 
prosper when others about us prosper. 
The chain store which does its business 
on modern merchandising lines can 
prosper because it takes advantage of 
the science of efficient distribution and 
retailing. 





“There is no sentiment in business or 
science, and the economic laws are never 
abrogated or set aside for any senti- 
mental reasons. If the chain store sys- 
tem is sound, then criticism will make 
it pay; if the system is economically 
unsound, criticism will drag it down. 

“We must face the new methods of 
doing business in a retail way. We 
can not remain stationary in methods 
of doing business. We are living in an 
age which machinery has made and in 
which production has been speeded up 
to a high degree. Mass production has 
meant a larger and cheaper supply of 
geome, if economically distributed and 
sold. 

“We must recognize the value of team 
work in retail business. In fact, in all 
lines of human endeavor, team work 

pays. We must cut down the billions of 
Jollars of waste in distribution, and the 
chain store methods are doing that thing 
for us. Why shouldn’t retail business 
cut costs? It is an economic principle 
of success.” 





Best Ad Features Pumps 














21 models\> 
Qeimehe 


BEST'S KNOWS ITS 
OPERA PUMPS 


We're barging ahead on pumps! Last season we had 74 
different kinds of operas, 3 different lasts—the largest 
collection in New York. This season we bave 82 kinds 
and 5 lasts—probably the largest collection in the country! 
We have pumps in quarter sizes—that “in between” size 
that everyone has been waiting for; we have our famous 
“740” short vamp last—a triumph of design and propor- 
tion. We've gone into the question of heels; a different 
height for each costume, each occasion; and heels are 
minutely graded from the 1% inch walking “heel fo 

the extreme 3-inch heel—innovations this year. 





1% inch heel 
12.50 


Bleck koede 
Brown Sarde 


15.00 
ateremaler Stived Thread Moire 
atervashe Geld Thered Mowe 
models—2-inch heel 
15.00 


Grey Watersnake 


23 inch B- 


Our Pumps are Custom 
Made, Superior in Fit 
and Appearance 


peagen al or — IS MAKING on ot 
be done by shilled 
peat wo maker 


MOULDED ARCHES — much higher tha: 
* i 


a eet oft) 


PERFECT BALANCE —herls are spre 
tally designed with grace of line. beauty 
belem « 


LEATHERS, FABRICS — the 





hate Mowe 
Worerhity Kidshio 


6 models with the new 3-inch heel 
12.50 


Black Kudshin Fox Toupe reed 
Brown Krdahin Waver Lily 


12.50 15.00 





14 models in our “740” short vamp 


wer Avenue at 35th SiN. Y. 
Palm Rewd el 








A “Best” ad in every sense, according to one of this New York store’s 
competitors, who pronounced it the most constructive advertisement 
of its kind he had seen this season 
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FRADE MARK 


Scientific Health Shoes 
© ildren 
insure Normal Feet” 











different sizes 
of Children’s. Shoes 
In Stock TODAY 


All Genuine Goodyear Welts 


All 3/5 and 5%/8 very flexible Spartan 
Gold Spot soles. 


All 84%/11% and 12/2 except Style 115 are 
very flexible oak bend soles. 


Style 115 8%/11% and 12/2 Gristle sole. 


All soles stitched aloft except 12/2 leather. 
This is channel bottomed. 


Sole leather box toes on all except soft 
toes on 3/5 run. 


Sole leather counters. 
Full grain Calf, Elk and Patent. 


Kid quarter lining all low shoes. 


Style 100—Patent Leather Shoe 
No. 102—Log Cabin Elk 
No. 103—Light Smoke Elk 


PRICES ON ALL STYLES 
Width C-D B-C-D B-C-D A-B-C-D 
Size 3-5 5%-8 8%-11% 12-2 
Cost 1.80 2.10 2.40 2.85 


Can be retailed at— 
3.00 3.50 4.00 4.50 


Average profit 38+% on retail selling price 
Terms— 56% 10 days—net 30 


West of Rocky and East of Allegheny 
Mountains, 5% 20 days—net 40 


Write for Catalogue. 
Twelve Styles in Stock. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Aurora Missouri 








Better Shoes—Better Profits 


ELAMWAY 


(Cemented Soles) 


FOOTWEAR 


COMPLETE RUN: INFANT’S, 2 to 5; CHILD’S, 5 to 8; LARGE CHILD’S, 84 to 11 





| graying are most enthusiastic over the larger runs of ELAMWAY shoes, made 
in Factory B, under the management of Byron Elam, son of the founder of this 

— — styles are made exclusively in Factory A, managed personally by 
r - Elam. 


For the First Time in Shoe History 


you are able to offer the mothers footwear for their 
kiddies with your guarantee—and ours—that the SOLES 
CAN’T COME OFF. That means a lot to parents. At the 
same time you offer the ONLY TACKLESS, STITCHLESS 
smooth sole, with EASE and FLEXIBILITY, on the 


market. 


No. 4506—Patent; buckle strap; ‘ 
side overlay. 58: 814.11. . “Meco Lasted” perfects these shoes. Better shoes at 


way. prices that are “no higher.” 











PLACE YOUR ORDER WITH YOUR WHOLESALER, OR 


ELAM ELAM 
ASK TO SEE SAMPLES. WE DO NOT SELL RETAIL 
(me() TRADE. IF YOUR JOBBER HASN’T THEM WRITE US (me() 
DIRECT. BEST WHOLESALERS ARE “ELAMWAY” 


— DISTRIBUTORS Trade Merk 





Ye Olde Way New ELAMWAY 


Tacks, stitches, wax, uneven linings; No tacks, stitches, wax. Smooth linings 
soles that soon come off. No improve- and soles. Soles that CAN’T come off. 
ment in making in seventy years. The 1930 Elamway. 











F. S. ELAM SHOE CO., Ine. 


Two Large Factories Making ELAMWAYS 
ROCHESTER, N. Y. 
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To Stress Retailing at San Diego 


California Convention in June Will Eliminate Style Show, 
Sample Rooms and Features That Tend to Distract 


San DieGco, CAL.—The California Re- 
tail Shoe Dealers Association is making 
extensive plans for its next annual con- 
yention, June 9, 10 and 11, at Hotel 
del Coronado, Coronado Beach, San 
Diego. This date brings the California 
convention ahead of the Pacific North- 
west assemblage and enables shoe men 
to attend each with ample time between. 

The directors made a very important 
decision concerning the character of the 
convention—in fact, a departure from 
the usual. The June convention will be 
unique in that there will be no sample 
rooms, no selling or buying. The trav- 
eling salesmen will be invited to attend 
and participate—joining in the pro- 
gram—but will be requested to refrain 
from showing samples or making any 
display whatsoever. 

Economy of operation will be the 
watchword, and elaborate style show, 
banquet and ball will be off the pro- 
gram. There will be two solid days of 
business discussions and one day—the 
last—of pleasure. Luncheon meetings 
and talks will keep the shoe men occu- 
pied with “brass tacks” most of each of 
the first two days. 

W. E. Secombe, president of the asso- 
ciation, is a San Diego merchant and 
will give much of his personal time to 
the arrangement of the convention. As 
he puts it: “Coronado is convenient of 
access and at the same time removed 
from the distractions and counter at- 
tractions of a city. Situated across the 
bay from San Diego, with a hotel amply 
able to entertain all comers, we feel 
that we will be able to gather together 
a host of shoe men from all over Cali- 
fornia as well as from Arizona and 
New Mexico. Our program will be 
very carefully planned to give every 
shoe man the kind of a convention he 
wants. Two days of business and then 
a big day of fun. There is a fine golf 
course right at hand; there is a beauti- 
ful beach at the front door; Mexico is 
but a short drive away. With all these 
attractions for the third day, we expect 








Several Brockton Plants 
Now on Full Time Basis 


BROCKTON, Mass.—After a _ few 
weeks of curtailed production in local 
factories, business was considerably 
quickened this week, and more than a 
dozen of the 34 shoe concerns in the 
city gave full-time pay envelopes to 
their employees. 

Of particular significance in the lo- 
cal production situation was the fact 
that three local concerns, the Churchill 
& Alden Shoe Co., C. A. Eaton Co., and 
the W. L. Douglas Shoe Co., went on 
full-time schedules, with prospects 
bright that these plants will be kept 
busy to Easter-time. 

Reports from union officers also veri- 
fied the quickening of business, and 
there are few all-around stitchers and 
cutters not employed, even if not on 
full time. Further bearing out the 
claim of increased production was the 
fact that shipments passed the 9000 
— the best showing for a month 
past. 
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to give our visitors a wonderful time. 


We are going to invite all shoe men re- 
gardless of their membership or loca- 
tion. Ladies, especially, are invited to 
be there and our committee will provide 
royal entertainment for them.” 

This convention will be watched with 
much interest by shoe men everywhere 
owing to its departure from the usual 
method. It has been argued that retail 
conventions should be devoted strictly 
to business discussion free from dis- 
traction of sample rooms, entertain- 
ment, etc. The San Diego meet will 
help to prove whether or not such a 
convention is practicable and may set a 
new mark to shoot at. 


Canadian Production Decline 


MONTREAL—The official report on the 
boot and shoe industry of Canada for 
the month of January was received here 
today from the Dominion Bureau of 
Statistics. It says: 

“Production—The output of the fac- 
tories in January, 1930, amounted to 
1,233,321 pairs, a decrease from the pre- 
ceding month of 84,435 pairs, or 6 per 
cent, and a decrease from the month 
of January, 1929, of 144,898 pairs, or 
10% per cent. The smaller output is 
due to decreased production in the items 
of (b) shoepacks, larrigans and mocca- 
sins, oil tan; (bb) moccasins for out- 
door wear, other than oil tan; (c) foot- 
wear of all kinds with felt uppers; and 
(d) cloth, carpet, boudoir and Indian 
slippers. The production of footwear 
classified as (a) boots and shoes with 
leather or fabric uppers shows an in- 
crease over the preceding month of 52,- 
388 pairs. Footwear for men under this 
classification, shows an increase over 
the preceding month of 13,792 pairs, 
and footwear for women, an increase of 
46,045 pairs.” 








Riding Boots of Rattle- 
snake Shown 


Tucson, Ariz. (UTPS)—Wo- 
men’s riding boots, actually wear- 
able, and made entirely of rattle- 
snake skins with the exception of 
leather used in seles and heels, 
were the center of attraction in 
the recent window display of the 
Gus Taylor Apparel Shop here 
during the “Fiesta de los Va- 
queros,” or annual rodeo. 

These boots are property of 
Mrs. Harry Holbert of Tucson, 
who not only manufactures rep- 
tile footwear by hand but actually 
captures the rattle-snakes and 
kills them, tanning the skins by 
means of a secret process which 
leaves them soft and pliable. 

Evening slippers also were 
shown and, what might be termed 
a “striking” array of snakeskin 
wearing apparel, including an 
evening gown, hats, hand-bags, 
etc., made of blended bands and 
diagonals in the natural mark- 
ings. 
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Wear St raight 
Sh 


A Scientific 
Arch Support 


Patents 
applied for 
Copyrighted 





(A) A thick insole with wedged 
heel seat supporting the oscalsis 
bone and center gravity of the 
body weight. 

(B) A_ special, wide, strong, 
guaranteed Arch Support shank, 
wedge shape at heel, supports the 


Inner and Outer Longitudinal 


Arch. 


Wall Street 
—bal 







013—Tan Kaffor Calf, Folded Tip....... $4.60 
014—Blk. Kaffor Calf, Folded Tip...... 4.50 
033—Tan Kaffor Calf, Pinked Tip..... 4.60 
034—Blk. Kaffor Calf, Pinked Tip..... 4.50 


Combination 


—blu 






060—Black Ruby Kid, Kaffor Tip...... $4.50 
8060—Arch Sup. Insole, same as above.. 4.85 
080—Black Kaffor Calf..... 6206s 4.50 
085—Tan Kaffor Calf Piero ease -++» 4.60 


Terms 2% 10 Days 30 Days Net 


MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 


This Store Has Sold Foot Health Since 1857 


(CONTINUED FROM PAGE 46) 


uous life invariably directed the shoe 
man to ‘make ’em strong’ with a char- 
acteristic stretching out of the last 
word.” 

With the custom shoe trade as a 
foundation the Jantzen firm has built 
up a thriving stock shoe department 
which now comprises about seventy five 
per cent of the business. 

“Most of our stock shoe business,” 
Mr. Jantzen said, “has grown up by 
itself through people who are sent here 
by our custom trade and who believe 
that because we make high grade cus- 
tom shoes we must know something 
about value and quality in stock shoes. 
The secret of our success is the fact 
that we hold most of our customers 
through the years. Many of them have 
bought from us for thirty years or 
more. Most of our sales staff too have 


been with us from twenty to thirty 
years and have established relations of 
long standing with our patrons.” 


LTHOUGH the Jantzen business 

increases regularly each year 
through recommendations of customers 
who tell their friends about the quality 
of the shoes, the firm does regular ad- 
vertising in the leading New York 
dailies and in addition conducts reg- 
ular direct mail and sales letter cam- 
paigns for both present and prospec- 
tive customers. 

“Sales letters to our present stock 
trade customers,” Mr. Jantzen said, 
“usually bring as high as 20 per cent 
of replies. From prospective customers 
we get from 2 to 3 per cent replies. 
Among our custom trade we do little 
advertising for that takes care of itself 
through personal contacts. These con- 
tacts are so close that we rarely lose a 
customer whose last is on file.” 

Although custom and orthopedic 
shoes are more expensive we find that 
added comfort is so great that cus- 





tomers who have once had special lasts 
made by us rarely turn back to stock 
shoes. Our custom shoes are so well 
made that they last about twice as 
long as stock grades and this cuts 
down their expense. 

When accounts remain inactive for 
a year or more the company sends sales 
letters to stimulate them. These are 
written and signed by George H. 
Jantzen. One of the most resultful is 
as follows: 

“We continue to note regretfully the 
inactivity of your account and sincerely 
hope this is not due to any dissatisfac- 
tion of your part. 

“Of course if you simply have not 
had occasion to come in, we trust that 
you will do so soon, so that we may 
know that nothing is amiss. 

“We ask that you take advantage of 
our 15 per cent discount which is 
allowed on purchases made of our regu- 
lar stock shoes during the months of 
January and February.” 

The above letter received a high per- 
centage of replies. One customer 
wrote, “I have bought all my shoes from 
you for eight years; but sometimes they 
last too long and that makes the ac- 
count inactive.” 

Another sales letter follows up the 
first purchase of each new customer. 

“Your purchase of our merchandise 
opens to us an opportunity to be of ser- 
vice to you. In selecting our shoes you 
give preference to a product perfected 
by an institution which acquired its 
skill and accumulated its experience 
during seventy-three years of its un- 
interrupted existence. 

“Your application for credit has 
passed our requirements. As we know 
you are fully conversant regarding 
these, our statement will be rendered 
the Ist of the month following your 
purchase. 

“You may expect our most careful 








The old Jantzen store 
at 284 Sixth Avenue, 
New York, which has 
moved uptown three 
times successively as 
the retail buying cen- 
ter marched steadily 
northward. Since the 
first New York store 
of Jantzen was opened 
in 1857, this firm has 
consistently _special- 
ized in orthopedic 
footwear. 








attention to your needs; for it is our 
purpose to give always the satisfaction, 
comfort and quality which are built 
into every pair of Jantzen’s shoes.” 

Another Jantzen sales letter which 
received a high percentage of replies 
from both old and new customers was 
the following: 

“We wish you knew us better. 

“Our reputation has not been quickly 
gained. To three generations we have 
provided shoes—satisfactorily. 

“The descendants of our earlier cus. 
tomers—men, women and children 
still find here that ideal combination of 
comfort, style and quality—so rare and 
so necessary in the shoes you wear. 

“The dominant characteristic of our 
shoes—the snug fitting arch and hee] 
feature—will open new vistas of com- 
fort to you. 

“We would consider your visit a great 
courtesy and a_ greater privilege, 
(Signature) P.S. A charge account 
awaits you at any time.” 

“The psychology of shoe advertising 
is a little different from that of any 
other merchandise,” Mr. Jantzen said, 
“People think about shoes chiefly in 
terms of durability, appearance and 
comfort. They usually buy at periods 
of from six months to a year. It takes 
time and care to build up good will but 
once established it is easier. to main- 
tain than is the case with other kinds 
of merchandise. When a pair of shoes 
wears well and keep their shape and 
smartness over a period of time the 
buyer gradually acquires a faith in the 
material and structure. It is difficult 
for the layman to judge the quality of 
shoes by simply looking at a new pair; 
not until he wears them over a con- 
siderable period does he form his opin- 
ion of their merit. Shoe advertising 
is therefore a slow process of building 
good will and is useless unless it coin- 
cides with the actual experience of the 
customers with their shoes. We have 
tried in our advertising simply to form- 
ulate and focus this experience of dura- 
bility, appearance and comfort in our 
shoes, by explaining the long_back- 
ground of skilled workmanship behind 
our firm. Thus we have built up a 
special shoe consciousness around the 
name of Jantzen which is our most 
valuable business asset.” 


R. JANTZEN was asked how the 

orthopedic construction of his 
shoes had helped in the correction of 
defective feet. He replied, “Flat feet 
and weak arches are caused by using 
shoes which cause misplacement of the 
metatarsal bones which makes the arch 
muscles drop and forces the toes out 
of alignment. This misalignment 
throws the body off balance and causes 
incorrect posture. The weight of the 
body should fall equally on three points 
—the heel, the ball of the big toe and 
the outer edge of the foot. The three 
arches, internal, external and trans- 
verse should evenly distribute the 
weight. Any unbalance of weight de- 
forms the foot. 

“One difficulty in selling orthopedic 
shoes,” Mr. Jantzen continued, “is to 
get the mind of women away from 
fashion and make them think of the 
health of the foot. We have endeavored 
to make shoes which are corrective and 
still fashionable enough to look well. 
We keep the natural tread both on the 
inside and the outside of the foot and 
keep the heels low enough for correct 
posture. The problem is to please both 

(TURN TO PAGE 96, PLEASE) 
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YOU Are the DADDY of Your SHOE STORE. 


These are the 
grades— 


Turnover at Cost 
(Inventory divided into the 
COST of goods sold) 

Over 3 is A—Excellent 
2%to3 is B—Good 
1% to2% is C—Fair 
1to1% is D—Poor 
Less than 1 mark F. 


Net Profit on Retail 
Sales 


Over 8% is A—Excellent 
6% to 8% is B—Good 
8% to5% is C—Fair 
1% to 2% is D—Poor 
Less than 1% mark F. 


% Markdowns 


Less than 2% is A— 
Excellent 

2to2%% is B—Good 

214 to 4% is C—Fair 

41%4 to 6% is D—Poor 

Over 6% mark F. 


Net Profit on 
Investment 


‘ 
Over 20% is A—Excellent 
15 to 20% is B—Good 
10 to 15% is C—Fair 
5to10% is D—Poor 
Less than 5% mark F. 


For 
Comparison 


The average grade of all 
retailers who have concen- 
trated on Brown Shoes 
exclusively for a year or 
more show the following 
figures: 


Brown 
Concentration 
Retailers 


Net profit on re- 


Rate of turnover 

% of Markdowns 2.2% 

Net profit on in- 
vestment ....22.8% 


Do You Study Its Grades? 
How Is It Getting Along? 


ror in school are graded according to their ability in various studies. 
You, if you have children, study the report card, and are proud when your 
youngsters do better than average. 


Why not grade your shoe store? Instead of grades in reading, writing, arith- 
metic, spelling, etc., grade your shoe business in turnover, net profit on sales, % 
Markdowns and net profit on investment. If it isn’t doing as well as it should, 
find out why. Maybe you are not giving it a fair chance. You know it’s a bright 
child and ought to do as well as the next. 


In this space we are supplying the report card and the grades to apply. Fill it 
out for your own satisfaction. If it isn’t what it ought to be, send it to us. We will 
tell you how you can make your shoe business grade up to the averages shown by 
the retailers who are concentrating on Brown Shoe Company’s Concentration Line. 








REPORT CARD Shoe Department Year 1929 


Address 


Net profit on retail sales......... 


Turnover at cost 
% Markdowns 


Net profit on investment 


NotE:—If your records do not give you the figures in each case, fill in those you have. 
The fact that your records do not show these things may be one reason why your shoe 
business is not doing so well. 


> SEN D 


BROWN SHOE COMPANY 


Here are the grades made by my shoe store last year. I want to know why retailers con- 
centrating 100% on Brown Shoes showed a better grade. 
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WHERE TO BUY 
Men’s Shoes 


STEADY PROFITABLE 
cms IS WANTED. SELL- 


>» 





(P).. A. PACKARD DCO., Makers 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 

















AST WEYMOUTH,.MASS. U.S.A. 











Th aa fioe 


mOwEsT ALL 


67 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


wu 
arate 
net Cnweveny by Ne 


IERSON SHOE MFG 
POCKANO, MASE 














Ensemble Again 

















cA New Saks-Fifth Avenue Service... 


WE MATCH YOUR TWEEDS WITH 
A SHOE AND A BAG! 


yr sparen: sree 


cessorsed, Saks-Fitth Avenue has 
arranged to provide tweed 


SAKS-FIFTH AVENUE 


NEW YORK CHICAGO 











Saks-Fifth Avenue portrays in an 

artistic and impressive advertise- 

ment the important relation of shoe 

and handbag to the tweed costume 
for spring 








Lynn District Reports 
Increase in Production 


LYNN, Mass.—Business here has 
shown quite an improvement since the 
first of March. More shoe firms are 
reporting capacity production.  In- 
creasing activity of tanneries and sup- 
plies factories indicates a wide and gen- 
eral improvement in the shoe industry. 
The fact that a number of shoe firms 
have sold their output ahead to May 1 
shows that there is in this new move- 
ment something stronger than the pur- 
pose of stocking up for early spring 
and Easter sales. 

Style reports are mixed, varying all 
the way from 90 per cent blacks to 90 
per cent colors. A tanner of kid, mak- 
ing both blacks and colors, says there 
is a less definite movement in colors 
than for some years. Each shoe manu- 
facturer seems to have a different 
choice. One fast style firm, in the bet- 
ter grades of McKays, reports that 
during the first two months of this 
year, nine in ten pairs of its shoes 
were of black, chiefly mat kid, but its 
new orders show anywhere from two 
to five pairs of colors to each ten pairs 
of shoes. 

Several manufacturers report a con- 
tinued demand for black shoes, usually 
adding that the popularity of blacks is 
a puzzle to them. One firm making 
high grade shoes, tells of producing 
more blacks than it ever expected to 
make. More patent is being cut in a 
number of factories, and black crépe 
satin shoes are in increasing demand. 
Black linen is mentioned. 

Blue is the strongest of the novelty 
colors at the moment, according to a 
tanner of kid. He puts it well ahead of 
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green. Others differ. Brown kid is 
steady. One shoe firm puts fine brown 
kid next to black mat. The demand 
for suntans and beiges increases as the 
weather gets warmer. 

White shoes are coming along strong 
about May 1, according to the common 
expectation. A tanner is preparing to 
start on a big run of white kid in 
April. A shoe manufacturer puts neu- 
tral linens next to whites for summer 
shoes. 

Reorders are coming for sport ox- 
fords, soled with rubber and uppered 
with elk. It is reported that this class 
of footwear has started to sell early in 
some cities. 


Future Style Changes 
to Be Less Radical 


CINCINNATI, OHIO—A local retail! 
shoe merchant who is considered an au- 
thority on styles and trends, recently 
made the following comment: 

“Today we have a more definite ten- 
dency and in a saner direction than we 
have had heretofore. Many of the 
shoes manufactured during the past 
two or three years have been more or 
less experiments, but now that both 
manufacturer and merchant know what 
is wanted, we are all ready to go ahead. 

“Sensible heels and modified toes 
have come into their own in the new 
spring models. Colors are colorful 
enough but are much more subdued 
than many of those that were fads a 
year or two ago. There will be changes, 
of course, in colors and styles as long 
as shoes are made, but we expect fu- 
ture changes to be less radical than 
they have been in the past.” 

Cincinnati merchants held _ style 
shows and spring openings the third 
week of March and all the new spring 
styles were shown on live models. 
Stores are featuring shoe, dress, hat 
and purse color ensembles and these 
are expected to strike the big note for 
spring. Purse and shoe ensembles of 
kid, snake or lizard were shown also. 

Black has made a very strong come- 
back in recent weeks and sales on 
whites are beginning to mount. A few 
multicolor fabrics and tweeds are on 
display and present indications point 
to a good season for them. 


Black Strong in St. Louis 


St. Louis—Business in the retail 
stores is riding an even keel with sales 
slightly under a year ago. Few oper- 
ators expect to equal the March busi- 
ness of 1929, when Easter played an 
important role in stimulating sales. 

Black continues to outsell all other 
colors. Watersnakes and the fancy 
lizards have had a good demand in 
higher priced footwear. In reptiles 
the biege or neutral shades have first 
place. 


Moves to Newburyport 


NEWBURYPORT, Mass.—The F. J. 
Mathieu Shoe Co., makers of women’s 
comfort shoes and men’s and women’s 
slippers, formerly of 703 Washington 
Street, Lynn, is now located in the 
Dodge Bros. factory, Merrimac Street. 
The company is featuring comforts by 
the machine-made process. The Lynn 





product was made by the hand method. 
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Itll soon be time to 
tee -off again.... 


...and once more leading 
brands of sport shoes... . 
cork-comtorted hyArmstrongé, 
will dominate the links.... 








ARMSTRONG CORK 
COMPANY 
Cork Division, 

Shoe Products Section, 
Lancaster, Pa. 


Boston, Mass....197 South St. 
Milwaukee, Wis. 

811 Majestic Bldg. 
Cincinnati, O...1017 Broadway 
St. Louis, Mo.. 204 S. Third St. 
Toronto...522 King St., West 
Montreal...1001 McGill Bldg. 








Box Toes and Counters is the same 
give comfort from the first step. 


Originated for narrow toes, Armstrong’s 
Cork Box Toes and Counters have since been 
used satisfactorily in every type and every 
last of men’s shoes—sport shoes, dress shoes, 
business shoes—wide toes and narrow. 


Men look for style with comfort in foot- 
wear as well as other clothing. Give them 
shoe comfort with lasting style, and they'll 
come back to your store when they need an- 
other pair. Feature comfort-style shoes and 
build new business. Let us send you a list of 
manufacturers from whom you can order 
shoes that are Armstrong Cork-comforted. 





HY do men like to wear sport shoes? 
Because they give them the two things 
they want most in shoes—style and comfort. 
And the reason that leading brands of sport 
shoes are equipped with Armstrong’s Cork 
they preserve style lines and 








An Unusual Example, 
but— 


This cork beach shoe, cre- 
ated by Mary Nowitski in 
Paris, illustrates one of the 
pleasing qualities of cork— 
lightness. Though bulky, it 
weighs less than a woman’s 
street shoe. The lightness 
that is characteristic of 
cork is one of the impor- 
tant factors in the popular- 
ity of Armstrong’s Cork 
Box Toes and Counters. 








ARMSTRONGS CORK 
BOX TOES and COUNTERS 
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WHERE TO BUY 
Men’s Shoes 


i i ie te 





“A MAN’S DECISION” 
THE 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 














WHERE TO BUY 


W omen’s Shoes 








Ultra-Smart Sandals 


Complete color 
combinations 


Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, ING. 
33 West 27th St. New York 














CUSHION SHOES 


roR womm 
JOG BBBERTS S508 
Bu@ale, N. Y. 














WHERE TO BUY 


Sport Footwear 


6 8 ee 


BASS MOCCASINS 


” FOR MEN*“AND WOMEN 
, The Sports Footwear 


ZA ‘that Comfort demands and 
: Fashion ero 








WHERE TO BUY 


Shoe Forms 











TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 


Light, Inexpensive and 
Practically Invisible 


es and case num- 





THE SHOE FORM CO., Auburn, N. Y. 




















New Use of Wedged Heel 























Wedged Heel Shoes to Over- 
come Pronation 


NEw York—Applying to factory- 
made, in-stock shoes for children, a cor- 
rective feature that has been extensive- 
ly employed by orthopedic surgeons 
for the prevention or correction of pro- 
nation, which is the medical term for 
weak foot, a new line of shoes has been 
developed which is now being placed on 
the market. 

The most noticeable feature of these 
shoes lies in the fact that the inner 
sides of the heel are higher than the 
outer sides. This type of heel is known 
among shoe men as a wedged heel. 
Foot surgeons have frequently made 
use of it to correct special foot condi- 
tions, but in such cases the practice has 
been to have the heel specially built by 
a custom shoemaker or perhaps a cob- 
bler who specializes in orthopedic foot- 
wear. 

The wedged heel has long been rec- 
ognized by foot surgeons as helpful in 
the prevention and correction of prona- 
tion. Nearly a hundred years ago, Dr. 
Hugh Owen Thomas, one of the founders 
of modern orthopedics, who lived in Liv- 
erpool, 1834-1891, raised and strength- 
ened the inside of the shoe as a treat- 
ment in connection with his orthopedic 
work. The Thomas Treatment became 
known in connection with pronated 
feet. Even before this time, wedges 
were used in shoes, and many interest- 
ing benefits obtained. 

One of the difficulties in connection 
with the use of wedged heel shoes came 

from the fact that the heel wore down 
and had to be built up frequently. To 
overcome this objection, the manufac- 
turer has inserted three plugs in the 
heel. These plugs, it is claimed, have 
the tensile strength of steel in resist- 
ing wear. Because of this non-wear 
quality, they keep the side opposite the 
angle from wearing down, maintaining 
the heel angle for the life of the shoe. 
The new line is built in up-to-date 
styles and patterns. 





J. F. Randall Dies 


SouTH EASTON, Mass. — J. Fred 
Randall of this town, for more than 50 
years a shoe manufacturer here, died 
recently after a long illness. He left 
two sons, Frank M. Randall and Chan- 
ning C. Randall, formerly associated 
with him in business, and two daugh- 





ters, Mrs. Edith M. Brown and Miss 





Florence L. Randall. 







Business Improving in 
Cincinnati Distri 

CINCINNATI, OHIO—General busine 
conditions in this section are gradual 
improving and the employment situ 
tion is much better than during Jan 
ary and February. Practically all i: 
dustries are operating now on 
sounder basis and money is more plent 
ful than it has been for some time. 

The output at local factories is abou 
normal for this time of the year. Fac 
tories specializing in novelty footwea 
are a little busier than usual and hav 
been since the first of the year. Th 
same applies to factories building cor 
rective types. Manufacturers making 
$10 to $20 retailers have been busy a’ 
times and not so busy at others, but 
taking all in all, production at the av 
erage factory for the first ten week: 
of the year has been almost the sam: 
as that for the same period of last 
year. 

Many of the orders placed since the 
first of March are equally as large as 
those placed in the early part of the 
year for early Spring delivery. Many 
whites have been ordered in the last 
few weeks, and colors, notably the 


beiges, blues and purples, continue to 


go out in heavy shipments. Black has 
improved its standing considerably 
since the first of March and manufac- 
turers expect it to enjoy its usual 
popularity. 


Turn Shoe Factories 
Busy in Haverhill 


HAVERHILL, MaAss.—Production in the 
local shoe industry is now estimated at 
85 per cent capacity and rapidly in- 
creasing. The boom that has struck 
the turn shoe branch of the business 
is responsible for all the turn factories 
being at top speed production with 
every turn workman in the city em- 
ployed. The McKay branch of the 
business has responded less promptly, 
but is making improvement daily. The 
mail order plants, on the other hand, 
are remaining quiet. Wood heel pro- 
duction has also increased with the in- 
creased activity in the shoe plants. 

The Easter shoes feature one-straps, 
ties and. plain pump patterns. The 
light kid leathers show parchment and 
beige leading. Glace calf is also in 
good demand. Blacks are showing 
great strength, especially mat kid and 
patent. There is quite a run, also, on 
satin. 
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A Department Store of 
Shoe Trade is Jefferson 
Idea 


The business of the Jefferson Im- 
port Co., Inc., is probably the most 
unique of ali in the shoe trade, 
.in many ways. The Jefferson Im- 
port Co., Inc., is a veritable high 
style department store of the in- 
dustry, featuring a large variety 
o: shoe materials such as linens, 
intungs, embroideries, exclusive 
leathers such as high grade kid, 
ttilians of all kinds tanned in 
Germany and France, for shoe 
unufacturers. For merchants 
ere are woven sandals made in 
aris and Czecho Slovakia, boots 
made in England, beach shoes 
ide in France, plus a complete 
1e of shoe ornamentation such as 
esh bows, rhinestone heels and 
naments. 
fferson products offer merchants 
od profit possibilities and most 
iportant, an opportunity to sell 
id feature merchandise that can- 
tt be obtained by competitors, 
loing away with needless, back- 
reaking competition. 
Jefferson Bender, Arthur Salzer 
nd Arthur Bender, who are in 
ttendance at the Jefferson show- 
room in the Marbridge Building, 
would like you to consider this a 
ordial invitation to come in when- 
ever you are in New York and 
see the many unique and bizarre 
yroducts which may lend them- 
elves for distribution in your 
store. 





NOVEL 
IDEAS 
IN 
BEACH 
FOOTWEAR 


The Espadrille Pattern in awning striped 
duck vamp. The sole is made of small 
sections of light wood, run through with 
a metal cable—between these sections 
rubber washers are used. The shoe is 
very light and comfortable. $18.00 Per 
Dozen Pair. Assorted colors. 


A beautiful clog hand lacquered, made 
in Paris, leather straps with goring. 
Very high quality. $36.00 Per Dozen 
Pair. Colors: Red, Blue, Green and 
Black. 


Jefferson Import Co., Inc. 
The Home of the Unique 
1328 Broadway New York 




















GENUINE 
REPTILIAN 
LEATHERS 


WATERSNAKE 
PYTHON 

« JAVA LIZARD 
RAJAH LIZARD 
CALCUTTA LIZARD 


FINEST OF ALL 
GERMAN AND FRENCH 
TANNAGE 


COLORS IN-STOCK 
FOR IMMEDIATE DELIVERY 


Watersnake@ Python @ Java Lizard @ Cat 
‘ ar 


Black Beige Black 
Black & Black & Brown 
White White Blue 
Beige Alums 
Brown and 


€ Blue a Glazed * 











Jefferson Import Co., Inc. 
Specify Jefferson Material for all shoe 
uppers 


1328 Broadway New York 











EARN EXTRA PROFITS 
DYE THE SHOES 
YOU SELL 
WITH 


“FLAS H” 


DYE 


A Highly Concentrated Dye That 
Dyes Linen, Shantung, Satin, 
Crepe, Moire, Rayon, Ete., In- 
stantly While Your Customer 
Waits. 


Non-Streakable 
Anyone Can Do It 
Highly Profitable 
48 Colors 


Set Complete with 
Color Card 


$30.00 


Extra Refills Always In-Stock 


Jefferson Import Co., Inc. 
The Department Store of the Shoe Trade 





1328 Broadway New York 








Weavette 
Sandals 


In Stock—Immediate 
Delivery 


Hand sewed McKay. In stock in case 
lots of 36 pair runs of a color, widths 
ABC. 
All White. 
White/Beige. 
White/Black Patent at $5.00. 


Finely made McKay. In stock in case 
lots of 36 pair runs of a color, widths 
ABC, 
Beige. 
Beige with White. 
Beige with Brown 
Beige with Green at $3.25. 
All White. 
White/Black. 
White/Beige. 
White/Red at $3.75. 


(} 
Bae 
Roe HULL 


wl 


All hand made in Paris, serviceable 
double gole, in stock only in B widths, 
in any quantity or size proportions in 
the following colors: 

All Beige. 

Beige/Havana. 

Beige/Green 

Beige/Blue at 85.00. 


Hand Sewed McKay in stock in 
White/Black 
Beige/Brown 
Widths AA, A, 


Della 


_ 


HAND SEWED 
Widths AA to C at $7.50. A _ limited 
stock of this and other attractive 
patterns in this price range are always 
available from stock in small runs to 
insure their exclusiveness. 


Jefferson Import Co., Inc. 
Originators of Woven Sandals 
1328 Broadway New York 
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WHERE TO BUY 


Men’s @ Women’s 
Slippers 


ed 





The Last a —~ 
Word in 
Quality 


Slippers ss 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 


W. S. CHASE & SONS 
Haverhill, Mass. 


Prices from 
$2.15 to $8.50 








Besteon Office: Reom 501, Statler Bidg. 





IN-STOCK 


Women’s D’Orsay 
Slippers 

In a wide variety of 

colors — Combining style 

with comfort. Created by 

the manufacturers of 


Poo, 


on Request Pullman Slippers. 
Nationally known. 
SWAN SHOE CO., INC. BALTIMORE, MD. 
Manufacturers 


New York Office—Room 551, Marbridge Bidg. 


Samples 
nd Prices 





The Daytime Slippe 
counters sonsttestion 


Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 


Store Fixtures 


AE 4 any. 4 is 
NEW GOODWIN CATALOG 


STORE FINTURES 
INSTALLATIONS 


ODWIN & 
4 


of SHO! 
ind STORI 





Athlete’s Foot 


(Continued from page 47) 


site which is a distant cousin of the 
well-known mould that grows upon 
stale bread. In addition to living upon 
the human body, it can probably live 
elsewhere, and it can resist drying for 
a long time. In fact, it is a remark- 
ably resistant organism, for it takes at 
least fifteen minutes of boiling to kill 
one. There are a number of varieties 
of ringworm parasite, and it is highly 
probable that some infections are much 
more difficult to cure than others. Un- 
fortunately, at the present time, more 
exact knowledge on this point is needed. 

Any type of persons may be affected, 
whether well or ill. Food has nothing 
to do with the disease. Even the much 
talked of acidosis can hardly be cred- 
ited with being the cause. The disease 
becomes more evident on the foot dur- 
ing heated periods. Any occupation en- 
tailing long continued heating of the 
feet may be a predisposing cause, or 
may aggravate an attack. Hot floors, 
for instance, should be avoided, and the 
feet should not be kept upon a radiator. 

The disease is usually acquired by 
walking barefooted where others have 
walked in their bare feet. Bath mats 
are justly blamed, and it is probable 
that ringworm can be acquired from 
them just as warts upon the soles of 
the feet can be acquired. As already 
mentioned, common dressing rooms are 
probably the most frequent places 
where the disease is picked up. How- 
ever, it can also originate in hotels and 
from the use of infected towels or soap. 
There is no good proof that the water 
in swimming pools is in any way re- 
sponsible. 

In many instances, in its mildest 
form, the disease exists as either a 
little cracking or a little scalding be- 
tween the toes. Sometimes, the so- 
called soft corns are really due entirely 
to infection with ringworm parasite. 
Other common types of lesions are 
those in which there are few or many 
blisters, a diffuse of scaly eruption, 
and, lastly, wart-like growths. Rarely 
they may extend as high as the knees. 
When the blisters break, fluid always 
escapes to the surface, and there is a 
wet oozing surface that usually be- 
comes covered with scabs. Itching is 
frequently intense. 

In a few cases a pus infection occurs, 
and, rarely, abscesses may develop. 
These may be on the feet or in the lym- 
phatic glands, which drain the involved 
areas. This is the condition commonly 
known as blood poisoning. Fortunately, 
it is rarely serious. 

In many people the disease is by no 
means a mild one. Out of 161 consecu- 
tive cases it was found that 14 were 
totally disabled, and 32 partially dis- 
abled. In some instances this disability 
lasted as long as three months. 

In certain cases the body gains some 
resistance against ringworm organism, 
just as it does against many other in- 
fectious diseases. It should always be 
remembered that the ringworm or- 
ganisms exist deep down in the skin, 
and this, of course, is the reason why 
they are so difficult to kill. 

A few other conditions may resem- 
ble ringworm infection. Yeast may 
grow between the toes and give rise to 
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conditions that closely resemble those 
caused by ringworm. The blisters of 
poison ivy may have a superficial re. 
semblance. It is often alleged that 
poison ivy recurs each year upon some 
individuals, but in many instances the 
trouble is due to a ringworm infection, 
Many persons know that the handling 
of the house primrose plant is frequent- 
ly followed by an eruption of blisters, 
This condition, too, has been mistaken 
for ringworm. In fact, almost any 
type of chemical or mechanical irrita- 
tion may be responsible for skin trouble 
that closely resembles those caused by 
ringworms. 

The disease never invades the scalp, 
and it is excessively rare upon either 
the face or the body. Almost all cases 
can be temporarily cleaned up, and 
apparently fifty per cent really be 
cured. Because of the great frequency 
of the disease, it is difficult to tell 
whether a fresh outbreak is due to a 
recurrence or to a new infection. 

An individual affected with ring- 
worm should not use a bath mat. It 
is much wiser to step upon a section 
of newspaper and to burn that. Like- 
wise, the affected person should be 
scrupulous about having his own 
towels and soap; and his socks, slip- 
pers and shoes should be worn by no 
one else. The use of light canvas 
slippers in dressing rooms’ would 
probably result in a marked decrease 
in the frequency of the disease. The 
floors of these dressing rooms should 
be washed and frequently treated with 
antiseptic solutions. A person in the 
active stage of ringworm should cer- 
tainly sleep alone. 

A person suffering from the disease 
should soak the affected parts in salt 
solution at least, once a day. This, it 
will be remembered, is a common type 
of treatment for infections in all hos- 
pitals. Practically every known type 
of antiseptic has been employed, but no 
one has met with universal commenda- 
tion. Almost every physician, chiropo- 
dist or podiatrist has his own favorite 
method of treatment. X-Ray frequent- 
ly exerts a most beneficial influence, 
but they do not prevent the disease 
from returning. It has been frequent- 
ly noted that those going to the sea- 
shore and exposing themselves to the 
sun and salt water often recover in a 
short space of time. This observation 
has led to the use of ultra-violet light, 
and, under medical supervision, this 
remedy is often of great aid. Care 
must be taken that a marked burn is 
not produced. Of course, infected 
stockings or slippers must never be 
worn. 

Shoe stores would do a real health 
service by reprinting this article and 
distributing to their customers a pam- 
phlet in every package. 


In Larger Quarters 


SAN FRANcisco, CAL. (UTPS)—The 
Austin Shoe Co., Inc., has moved from 
734 to 447 Market Street, San Fran- 
cisco. The new quarters are more com- 





modious. 
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help prevent 
“athlete’s foot” 


> > profitably _ = 


The 
“Cluh”’ 


Slipper 
“athlete’s foot” offers complete pro- 


Dr. Charles F. Pabst, Chief s ith smart- 
Dermatologist of the Greenpoint tection . . . with - 
Hospital, says: ness and comfort . . . and 

“Ringworm of the foot (‘ath- : .. 
lete’s foot’) begins, as a rule, with profit to you! A heavi 
between the toes, and epreads ly WAXED, WOVEN LINEN 
alo ole and 8 e ; ‘ ‘ : 
foots aa sculls vamp lined with white drill; patent 

“This ailment is caused by a : Du Pont “Krom- 
parasite called the Tinea Tri- lector heel ee Pout : 
chophyton, commonly found on tex” sock linings and soles; all combine 
ante goal” ———— a to make a real waterproof slipper. Made in 
Saas ates. walking barefoot black and white only, for men, at $2.00 per pair. 

Only leading retailers will be offered the unique 

“The use of slippers would 


unquestionably decrease the fre- “Club” selling and advertising plan. 
quency of this disease.” 


ESPECIALLY POPULAR WITH GOLFERS! 
BEST-EVER SLIPPER CO, “7 117t tn ttnnn nnn 


INCORPORATED Best-Ever Slipper Co., Inc., 75 Front St., Bklyn., N. Y. 
Main Factory and General Offices: Let’s have your “Club” plan—and a sample pair. 
75 Front St., Brooklyn, N. Y. 
Chicago Sales Office 207 Se. State St. 
Seattle Sales Office 318 Denney Bidg. 
100 Geld St., New York 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


High Grade Turn Mules and D’Orsays 


Cocecce "eer 


Turns only— 
IN STOCK 





Catalog on 
request. 


No. 434—Tan 
Kid Bverett 
$2.65 


L. B. EVANS’ SON CO., Wakefield, Mass. 
Cpececceccccccooce 











GENUINE 
BLACK KID 
BOUDOIR / 


Quilted Sock 
LEATHER 
HEEL 


Alse Red and 
Blue Cab. 





C and D widths 2% to 9 


ABBOTT SHOE COMPANY 
NO. READING, MASS. 


— 





+ 














WHERE ‘TO’ BUY 


Women’s Novelties 


Al} leather im ed Czecho Sandals 
72 pair of a color and pattern to each 


case. 
Sample, cases of moylded Berta, Sonia and Riga, 
al don McKay, can be shipped for your in- 
spect from New York. > 
WIN W. DAVID, poy Manager 
THE 8. STEAK 803. Ave., New York 
ect fi represontatiocs 





Willis R. Fisher Addresses 
Peabody Rotarians 


PEABODY, MAss.—Willis R. Fisher, 
president of the A. C. Lawrence 
Leather Co, and chairman of the board 
of the Tanners’ Council, was formally 
welcomed to Peabody by the Rotary 
Club at a recent meeting. Mr. Fisher 
has moved his offices from Boston to 
the administration building of the A. C. 
Lawrence Leather Co. in Peabody. 

After dinner, Mr. Fisher discussed 
the economic state of the leather trade. 
He indicated that, in a general way, 
the leather makers have been losing 
money steadily since the war. Condi- 
tions are out of joint as they relate to 
tanners, for imports are increasing and 
foreign countries are putting up the 
tariff bars, and domestic ways of con- 
suming leather are not always favor- 
able to the tanner. The average con- 


| sumption of leather per pair of shoes 


is less than it was back in boot days, 
and it is much to be feared that people 
are consuming leather in service at a 
lesser rate than in days of yore. Yet 
style requires much leather of ever- 
changing color and finish. 

Mr. Fisher presented figures to show 
that during the past three years the 
prices of hides have varied from 26 to 
13% cents a pound, while during the 
same time the prices of shoes fluctu- 
ated ‘but 10 per cent. He expressed the 
policy of his company by saying that it 
aims to make the best possible leather 
at the lowest possible price, and to keep 
abreast of changing conditions. “Give 
the public what it wants, when it wants 
it, at a fair price,” said he. 


Milwaukee Merchants to 
Push Tan Shoes 


MILWAUKEE, Wis.—The monthly 


“meeting of the Milwaukee Shoe Retail- 


ers’ Association was held Thursday eve- 
ning, March 6, at the Association of 
Commerce. At this time the newly 
elected officers, W. P. Boll, president; 
A. O. Daniels, vice-president, and Ed. 
Schneider, treasurer, assumed their 
duties. 

Discussion at the meeting was main- 
ly concerned with the type of promo- 
tion work and advertising to be carried 
on in connection with National Tan and 
Sport Shoe Week, April 28 to May 3. 
W. F. Wuerl, secretary, stated that he 
would get more definite information 
concerning this movement and the sub- 
ject will again come up for discussion 
at the April meeting. 


Buffalo Store Sold 


BuFrFraLo, N. Y. (UTPS)—A. Gold- 
stein of Jamestown, and J. G. Hirsch 
of New York have purchased the busi- 
ness of the Fair Store of Buffalo, Inc., 
retail footwear and hosiery at 8-10 
West Chippewa Street, at a price re- 
ported to be approximately $20,000. 
The former owners of the Fair Store of 
Buffalo, Inc., recently made a settle- 
ment with creditors on the basis of 50 
per cent cash. The new owners now 
are staging a special clearance sale of 
the stock. The store is in the heart of 
the uptown retail shopping district. 
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Three-Day Return Limit 
Discussed in Des Moines 


Des Moines, IowA (UTPS)—The 
three-day approval limit on returned 
goods was discussed at the March meet- 
ing of the Des Moines Shoe Dealers’ 
Association at Hotel Savery, March 6, 
Sixteen members attended. 

W. S. Arant of Sol Panor Shoe 
Stores, Inc., gave a talk on the meihod 
employed in the series of stores ‘per. 
ated by this company to check wu) on 
“returns.” A record has been kep: by 
them for several months showing that 
the majority of those who return gods 
are habitual in this activity. Com, ari- 
son with the records of other r-taj] 
merchants in Des Moines has s}.own 
also that the same names recur i1: the 
“returns” of different types of st: res, 

No severe methods are to be adc ted 
by the shoe dealers to combat this 
habit on the part of the public, exept 
by a process of education, princi) ally 
through articles in the local new-pa- 
pers. 

An additional speaker at the n cet- 
ing was T. Frank Jaques, proprieto: of 
the Field Shoe Company, who has ust 
returned from a trip South. 


Fashion and Foot Comfori 
(CONTINUED FROM PAGE 48) 


the serious work-a-day 

All the world has become pos! 
conscious. We hear of schools 
colleges: throughout the country 
tinually stressing the importance 
perfect posture. At one of the la 
New York: hospitals, the nurses \ 
correct posture wear a pin of meri 
Convalescent patients listen to an 
planation of posture health and a d 
onstration of balance covering five mr 
utes is given in semi-intimate chats. 

The value of knowing types 
women was very clearly demonstrated 
by the manager of a certain corrective 
shoe department, who impressed the 
writer by his quiet, yet alert demeanor, 
and his interest in the customer’s 
needs. On inquiry it was learned that 
it took two years of untiring effort to 
build the confidence of the public. All 
types of women from the young office 
girl to the ponderously heavy middie 
aged matron are customers of this 
store. The manager first studied the 
customer, he took a careful glance at 
each pair of shoes being fitted, and 
was most patient listening to ailment 
stories. The customer felt the confi 
dence that the manager indirectly su 
pervised the fitting of all shoes. 

One customer-had decided on a hee! 
that would never support her, so th 
art of selling was employed to clarify 
Instead of breaking into the sale, the 
manager waited until the money ha 
been paid, etc. Then in a friendly, wa 
he advanced with a shoe. which had. th 
proper heel. “Did you ever try thi 
heel, Mrs. 2” said he. Then h 
added, “I would like to have you cor 
sider it for your next pair of shoe 
I am sure it is your shoe.” The woma! 
flattered by the attention, said, “L 
me try it now!” In ten minutes th 
ghoes replaced the first sale and th 
glerk was in no way embarrassed. Th 
woman was convinced that she was im 
portant enough to enlist the manager 
attention. She had corrected her po: 
ture without knowing it, and the stor 
had her everlasting confidence. 


of 
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SLIPPERS=--SERVICE SHOES 
Bowie & Gym FOOTWEAR 


IT WILL PAY YOU WELL TO GET OUR PROPOSITION ON 


1930 


Complete Lines 


Men’s, Women’s & 
“SLIPPERS of MERIT” . 9 SERVICE SHOES BOWLING SHOES 
Children’s GYM FOOTWEAR 

TODAY’S BUYING TREND MAKE SLIPPERS: All Year Items for PROFITABLE MERCHAN- 
DISING: Our New 1930 Lines embody a SLIPPER STYLE FOR EVERY REQUIREMENT; 
QUALITY, STYLE with SOLID CONSTRUCTIONS and PRICES with a Spirit ofp HOUSE COOP- 
ERATION and SERVICE; that will make KOZY KOMFORTS a real WINNER and PROFIT 
MAKER for YOUR STORE. 


Our Salesmen are NOW ON THE TERRITORY: with a Splendid Array of WOOD HEELS, PADDED 
SOLE, FLEXIBLE, WOOLSKIN and SHEEPSKIN SLIPPERS for Men, Women and Children— 
also our New Lines of Kozy Moc’s Service and Gym Footwear. 


“ALL ARE IN STOCK LINES” 
WAIT for OUR PLANS: or Wire, Write Today for Details 
‘Milwaukee, 


Richards “Wis. 
Street ; 


MeIntosh Company, 218 So. Wabash Avenue Stewart Dawes Shoe Co. Washington Shoe Company, 
Springfield, Mass. Chicago, Illinois Los Angeles, Calif. Seattle, Washington 








Ford Shoes are 


Foremost in Fashion 


Delightfully designed by M. Paul’ Chevillet 
and made and finished with the same care 


that has distinguished them for many years. 


ARCHTYPE 


is a Ford Specialty that reflects refined style 
and offers the most effective orthopedic 


featu res. 


C. P. Ford & Co., Inc. 
Rochester; N: Y. 
a. is 
Detroit Office: Burns-Gray* Bldg*—-Ray Wegman 
Chicago Office: 1815 Repiblic Bldg—Ray McCarthy 
New York Office: Marbridge Bldg.—Jack Galway 


ie? 
¥ 
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WHERE TO BUY 
Ballet Slippers 



























Eagle Reck, Lee Angeles, 


Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 


Repres 
MR. A. F. WINSLOW 
5205 El Rie Aveaue 
Califernia 














Lefts and Rights 


mM. re uALaTT 1 aHee, 00. algnatoctrers 


Soft Toe 


seeeee $1.50 $1.4 
Gele..... 200 1.98 


et, oh 











In Stock Black Ballet 
Sli 


BLOG SHOE CoO., INC. 


ppers 

Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 


147 Duane Street, 
New York City 








Gights and Lefts 


Twe Grades 
Miss. Chi. 
bt Hd ae 
Im Stock 


825 West Menree 









*KENDA 


LL ate 





A sideline of 
BALLET 
SLIPPERS 


WILL PROVE 
4 MONEY 
MAKER - 









* KENDALL SHOE COMPANY *- 











Attractive New Byck Store 
in Atlanta 


ATLANTA, GA. (UTPS)—The many 
friends of Bycks, Inc., are congratulat- 
ing the firm on the beauty and con- 
venient arrangement of the new store 
opened by it on Peachtree Street. 

The New Byck store is equipped with 
an arcade entrance, giving a maximum 
amount of display space on a frontage 
of about fifty feet. Within the entrance 
is the hosiery and bag department, with 
show cases on either side, while further 
back is the salon proper. 

This consists of a _ high-ceilinged 
room, fifty feet wide by about 125 feet 
long, that is unusually attractive. The 
room is panelled to a height of eight 
feet in bird’s-eye maple, with a trim of 
walnut, while above the panelling the 
walls are dropped back to admit the in- 
stallation of an indirect lighting system. 

Supplementing this system, which is 
sufficient for all ordinary use, are mod- 
ernistic chandeliers in silver and opaque 
glass, hung from the ceiling, while in 
the walls on either side are mirrors of 
modernistic design. A deep pile rug of 
modernistic design covers the entire 
floor, while a feature of the new store 
is its display cases. These, set on either 
side of the long mirrors, are just large 
enough to contain a shoe, a pair of 
hose, and a handbag, and each con- 
tains this combination on display. 

All of the furniture in the store is 
of maple and walnut, especially designed 
for the purpose. While all of the 
shoes are kept in the rear beneath the 
balcony on which are the offices of the 
store. A completely equipped rest 
room with a maid always in attend- 
ance, is at the rear of the store. While 
smoking stands form a part of the 
furnishings. 

Perhaps the most striking thing about 
the new Byck store is the emphasis 
placed upon hand-bags. 

A complete stock of hand-bags is kept 
on hand, ranging in price from $2.95 
to $22.50, and they are displayed every- 
where. 

Mr. Gibbs is manager of the new 
store, and associated with him is a 
corps of skilled sales people. 


W. A. Thompson Dead 


ABINGTON, Mass.—William Austin 
Thompson, 95, one of the oldest shoe 
manufacturers in the district, died at 
his home here March 11 after a brief 
illness. Mr. Thompson was one of the 
pioneer shoe manufacturers in the dis- 
trict, entering business under the firm 
name of Cobb & Thompson, the plant 
being one of the largest in this section 
in the early days. The concern con- 
tinued in business until the late 90’s 
when the business was liquidated and 
retired. For many years he was inti- 
mately identified with town affairs. 


No Outside Affiliation, Says 
Dickerson 


CoLUMBUS, OHIO.—Walker T. Dicker- 
son has issued a statement to the ef- 
fect that the Walker T. Dickerson 
Co., successors to the Riley Shoe Mfg. 
Co., operating Plant No. 1 in Colum- 
bus and Plant No. 2 in Logan, Ohio, 
is not associated or affiliated financially 
or otherwise with any other corpora- 
tion or manufacturer of women’s foot- 




















Medieval Castle Inspiration 
for Shoe Shop 


SHREVEPORT, La.—John H. Breffielh, 
one of Shreveport’s oldest and best 
known merchants, has opened a beauti- 
ful new shoe store at 506 McNeil Street. 

Though the entire store is deserving 
of unusual interest, being beautifully 
decorated in a color scheme of orchid 
and grey and representing every new 
idea conceived for making a specialty 
shoe shop ideal in atmosphere and con- 
venience the windows especially de- 
serve honorable mention. Designed io 
secure an antique effect, the back- 
ground represents weatherworn stone 
arches of a medieval castle. Within 
these arches are fascinating paintings 
by Mrs. Breffielh, lending an air of ex- 
clusiveness through the unusual beauty 
of the setting. 


This Store Has Sold Foot 
Health Since 1857 
(CONTINUED FROM PAGE 86) 


the foot and the eye. The ideal ortho- 
pedic shoe should be shaped exactly 
like the footprint in sand or clay, and 
should preserve the natural shape of 
the foot with outside and inside tread 
equally balanced. The average stock 
shoe cannot do this because it is made 
primarily for appearance. 

“Feet are like faces in that no two 
are alike,’ Mr. Jantzen continued. 
“Some feet are tender, some tough. 
Certain muscles are weak and others 
strong. The smaller muscles in the 
arch are delicate and easily strained, 
when the bones are forced out of their 
natural position. 

“The most we can expect of a shoe 
is a practical good looking covering 
which leaves the foot as near to nature’s 
intended posture as possible. The 
severely shaped lasts of most stock 
shoes can neither correct nor prevent 
muscle weakness and foot trouble, be- 
cause the rigid shanks take many foot 
muscles out of play. Also their queerly 
shaped slanting heels cause incorrect 
balance and improper carriage of 
weight. Shoes that are designed to 
quickly relieve the painful symptoms 
of weakened muscles are entirely dif- 
ferent from those designed to 
strengthen weakened muscles and re- 
store the foot to normal. No shoe can 
be expected to do both. 

“Once the muscles are severely weak- 
ened it usually takes a considerable 
time, often years, to strengthen them 
unless special means are employed. 
Without proper and scientific bracing 
a speedy recovery cannot be expected. 
“The foot contains twenty-six bones 
forming two principal and two minor 
arches held in place with ligaments and 
muscles. When any muscles become 
weakened the entire strain is thrown 
on the ligaments which stretch out and 
allow the bones to become displaced. 
The displaced bones press against blood 
vessels and nerves causing much pain 
and discomfort. There is no cure but 
to gradually correct the bone misplace- 
ment. If the distress were confined to 
the feet it would be bad enough but 
the body. is carried improperly and 
often causes serious results such as 
headache, backache, unruly nerves, 
spinal disorders; also pain often mis- 
taken for kidney trouble, neuritis or 
rheumatism may be the results of 








wear. 





weakened foot muscles.” 







Boot aNnD SHOE RECORDER 
96 combining TH SHom Reraiter, March 22, 1930 











Of interest to shoe manufacturers and jobbers catering to the 
retail trade is our line of flexible bows including the popular mesh 
bowknot. These ornaments are made with clip backs and can 
be instantly attached. 


BRIER MFG. CO. 


PROVIDENCE, R. I. 


St. Louis Representative, EDWARD F. O’NEILL, 1701 Locust St., St. Louis, Mo. 





SPECIALIZING IN MASS PRODUCTION TO INSURE LOWEST COSTS 








1629, Chestnut St. 
SUN B EAM : a 
S ut EGex 
MAIZE SHOE CO. 
pei ANWWIRL 


““SUNBEAMS” 
will make the sun 


shine in the way of 


LN OL NOLO NO 


ENGLISH 
RIDING BOOTS 


x DX JRC JE On 


a JEAN JE 








BETTER opee me 
PROFITS § 





No. 222—Sunbeam 
Smoothstep. Pat. vamp 


cutout. 1-5. All oes 
A Beautiful and Com- Sh Are 
fortable Shoe. 


$ 20 IN STOCK 


2% 10; Net 30 Days. 


ws svecn A Fast Service! 

















SALESMEN: You can make your expe 
and then some—in selling SUNBEAMS. 
Write us. 

















SEND FOR CATALOGUE TAN « BLACK 
MAIZE SHOE Co., Rochester, N. Y. } | BUY DIRECT FROM MAKERS 
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WHERE TO BUY 
Spats 


SPARTON 


SPOTPRU GpATs! 


as 


profits. BEFORE 


Rub the spot or stain with a pete as 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO @ 


This new 


idea in spate 
thie fall will 








CHURCH’S 
Imported LINEN Spats 


in sett, grey and tan, also SAILOLOTH 
8. 
Teed for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 








DUNHILL 
SPATS 


Linen and White for 

Spring and Summer 

Samples on request. 
STAR FOOTWEAR MFQ@. 


Howard and Norris Sts. 
Philadelphia 














Te insure imme- 
diate delivery—we 
maintain = com- 
plete stock of fine 
spats to retail from 
$61.50 to $5.00. 


Send for price 
list. 
Ss. Rauh & Co. 


650 Sixth Ave. 
New York City 





Styled in England— 
Equal in every way 
to the finest im- 
ported spats — but 
made over here and 
accordingly. 
complete line 
in wide range 
prices and all cor: 
rect shades. Nation- 
ally advertised. 


Write for- price list and samples. 
THE- WELLIAMS MFG. CO. 
PORTSMOUTH . OHIO 
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Billy Rogers—Shoe Merchant 


(CONTINUED FROM PAGE 43) 


month, eh? How old are you, Rogers?” 

“Twenty-eight, why?” 

“Do you want to give your wife some- 
thing that will please her more than 
anything else.” 

“Er... of course. . 
mean?” 

Then Madden got busy, and Billy 
learned a lot about life insurance. No 
need to tell what took place in the next 
half hour, but before Madden left the 
store he had written Billy for a five 
thousand dollar policy. 

“There, now we have both done each 
other some good today,” Madden re- 
marked as he pocketed the signed ap- 
plication blank and made an appoint- 
ment for Billy to see the doctor for his 
examination. He passed Billy two 
twenty-dollar bills to pay for the “set” 
of shoes. Then Billy’s face took on a 
far away look, a sign that he was 
about to spring something. 

“Have you many neckties of that 
color?” 

Madden’s hand went to his tie uncon- 
sciously as he answered. “I don’t know 
for sure. I’m rather partial to blues 
and browns. Why?” 

Billy shook his head as though sur- 
prised and then opening the case took 
out a number of socks which he placed 
on the top of the case at the same time 
saying. 

“Madden, you should be sure that 
your hose are in harmony with your 
cravats. Here’s a special number. Six 
pairs for five dollars. Suppose you 
have three blue and three brown.” 

Madden held the soeks in his hand 
as he gazed at Billy. Then he felt the 
hose at Billy’s suggestion. After a 
pause he nodded his head. “All right, 
wrap ’em up with the ‘set’ of shoes 
and let me get out ofzhere while I’ve 
a roof over my head.” 

Billy gave him the ejght dollars 
change. The two shook hands and 
Madden left the store still chuckling 
over the episode. Jack turned to Billy 
and in awed tones said: 

“Young fellow, you sure take the 
steam roller. Came in for one pair 
and left thirty-two bucks behind. And 
he went away happy too. It’s a 
bloomin’ gift, that’s what it is.” 

The telephone then rang. It was 
Professor Brinstead saying that he 
was now in town and hoped the two 
young- men would be able to.join him 
for seven o’clock dinner. at the hotel. 

Promptly, the two young men:arrived 
at the hotel. Professor. Brinstead had 
reserved. a table at which the three sat. 
During~the meal the professor talked 
entertainingly about everything but 
business; a custom of his, as Billy well 
knew. 

After dinner the men went to Brin- 
stead’s room and without any further 
delay Brinstead began, the real dis- 
cussion by. saying. 

“You boys know, of course that I am 
anxious to know howsbpsiness is with 
you, but more particularly, how you get |. 
along together. I ask you to.tell 
with the utmost. frankness if the re- 
lationship has been as,satisfactory. as 
we all hoped. mee : 

. Neither young man spoke for a min=. 
ute, then Jack broke. they Slengess ‘I: 


- what do you 


‘it! before the meéting. 
-thatsshe couldn’t-sleep until sh¢ «knew 





can say, Uncle, that so far as I’m con- 
cerned, I think the shoe business is 
great. I like it here in Fretton and no 
one could be a better scout to work 
with than Billy.” 

“That goes with me too, Professor 
Brinstead,” Billy added. Then hastily, 
“The other way ’round, of course.” 

“Then may [ take it that you ire 
willing to work out some form of part- 
nership?” 

Two heads nodded a definite agr e- 
ment. 

“Good. Now I would like your op.n- 
ion as to the desirability of having 
Jack acquire an interest in the cne 
store, or would it be more desira le 
to purchase a second store to be op. r- 
ated under the one management?” 

Jack and Billy stared at the pvo- 
fessor. This was a new idea to them. 
Jack then said. “But uncle. That 
would mean a much bigger investm: nt 
than you first spoke of. Honest, | 
don’t want you to do so much for ne. 
Suppose things didn’t turn out we'll. 
I’d hate to think of you losing ary- 
thing on account of me.” 

“Do you think that there is any real 
chance of that?” Brinstead ask d 
quietly. 

“Well, Billy has one store that :s 
going great, but if we had another | 
should have to look after it, and how 
do I know it would go as well as 
Billy’s?” 

“You don’t, of course. But it seen s 
to me that if Billy’s plans work in ore 
store they ought to work in two. Un- 
less,” Brinstead smiled slightly as he 
continued, “you need someone to s 
that you keep on the job.” 

While this conversation between Jac 
and his uncle. was going on Billy was 
thinking. Then he broke in by asking 
“Professor Brinstead, I guess you 
aren’t asking this for fun. Have you : 
second store in mind?” 

The reply was, “Yes. 
of Morland’s.” 

“Morland’s?” both 

shouted. 
- “Yes, I believe it can be bought rea- 
sonably at this time. He is anxious 
to sell, and has lost enough to make 
him listen to reason.’ 

Thétr began a long’ discussion of the 
value of Morland’s location, the class 
of trade he had, how it would fitin with 
the class of trade which~ Billy was 
catering, to, whether it was practicable 
to run two:stores_in the one town, and 
if such a store: should be run under 
oe name or Morland’s, and if. 

. if... until midnight. 

Finally it was agreed that. Billy 
should see Blunt‘in,the morning, when 
the banker would arrange for: a: meet- 
ing between Billy and Morland. Billy 
felt rather nervous about the matter for 
he.was painfully conscious of the feel- 
ing that Morland had*for him, and he 
recalled the time when he talked with 
Morland before: about_buying. the busi- 
ness.. Then he, recalled..the callow way 
he had. gone about the matter and felt 
better able to tackle it this time. 

As.soon as he got home that night he 
called up June. The two had arranged 
June liad said 


I was thinking 


young men 
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ptile leathers predominate 


in Spin Ave. display 


Auprna 
GENUINE 

REPTILE 

LEATHERS 
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Ou Fashion Reporter writes as follows: 


New York, March Ist: A walk 
up Fifth Avenue from 34th 
Street to 57th Street shows the 
vogue for reptile leathers run- 
ning stronger than ever in 
spring displays. Every store is 
showing models either entirely, 
or in combination, of Water- 
snake, Java Lizard, and Python 
—many of the shops giving 
entire displays to these leath- 
ers. Advance spring advertis- 
ing of the smart shops is sug- 
gesting these leathers with 
the spring tailleurs. 


ENUINE Reptile leathers have a con- 

tinuous fashion interest. The patterns 
are always distinctive and they never 
tire the eye. And the exclusive tanning 
process, used only in genuine Alpina 
leathers, makes these skins soft and 
supple—with unusual sparkle. They are 
never dull or streaked. Both buyers and 
designers, who know quality, always 
insist upon genuine Alpina—the leathers 
that made the reptile mode—and still 
lead it! 

Leave “just as good” to others. Insist 
upon genuine Alpina—the reptile leather 
of no disappointments. Distributed in 
America exclusively by the House of 


Hecht. 
F. HECHT & COMPANY, Inc. 
44 East 32nd Street, New York City 


Sole American distributor of Alpina Genuine Rep- 


tile Leathers and Boroso Genuine Sea Leathers. 





See we 18 mse _~ 


WHERE TO BUY 


Dancing Sandals 





DANCING SANDALS 
(ALSO USED IN GYM 
CLASSES 


No. 188.—Made in pearl, tan 
black sued 


Oc. Red, Blue, 
and Purple, 85¢. 


BROOKS SHOE MFG. CO. 
Ritner and Swanson Sts., Philadelphia, Pa. 
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WHERE TO BU 


‘.nitaren’s Shoes 





Baby Shoes! 
Soft Soles and 
Moccasins 
All colors—all styles! 
Bend for Bamples!! 
BOSTON BABY 


SHOE CO. 
Me. 1014-1018 Harricce 
Ave., Besten 























WHERE TO BUY 
Modernistic Display 


Fixtures 














how Billy and Jack made out with the 
professor. After June had heard the 
story she said. 

“T think that’s wonderful, Billy. And, 
re 

“What is it, dearest?” 

“When you see Morland, be very nice 
to him. Remember that he is older than 
you and don’t do anything to hurt his 
feelings, will you?” 

“Of course not. But 
sudden love for Morland.’ 

“I... I know it sounds silly, but... 
it must be dreadful to be down and 
out ... after all he’s been in business 
here for so long . . . and to sell out to 
a beginner . . . do you see what I mean 
honey?” 

“I got you, wonderful. I promise 
I'll be as gentle as a tame rabbit. That 
suit you?” 

“Sure does, honey. But mind you 
don’t let him take advantage of you. 
He tried it before, so see you get it as 
cheap as you can, that is if you can 
get it.” 

“Say, what’s the idea. First you tell 
me to be nice and kind, and then you 
tell me to drive a stiff bargain.” 

“If you are too dumb to see what I 
mean I can’t help it. And I’m tired, 
so goodnight, dumb-bell.” And June 
hung up. 

When Billy got to the store the next 
morning he was surprised to see Brin- 
stead and Parker there. They were 
talking to Jack but on seeing Billy 
walked across the store to him. 

Parker held out his hand with a ges- 
ture of real friendship and said, “Billy, 
of course you know that Brinstead and 
I had talked over this Morland matter 
before you knew of it. I dropped in to 
tell you that I believe it will be a good 
thing if you can make a trade with Mor- 
land which Jack can agree to. And as 
Jack will be guided by his uncle, you 
know the answer.” 

“It’s awfully decent of you, Mr. 
Parker. I’ll do my prettiest, but, honest, 
I’m scared stiff to meet Morland. He 
and I have scrapped so. Has he the 
least idea about seeing me?” 

“Not yet. Blunt told him that he 
would try to find him a customer for 
his business. You are what he finds.” 
The two older men chuckled as though 
it were a good joke. But Billy failed 
to see any humor in the situation. 

“Could you give me a tip about how 
to go about making a dicker with Mor- 
land?” Billy asked Parker anxiously. 

“Of course there are many things to 
consider. The value of the stock, the 
length of the lease, whether the fixtures 
are assets or liabilities and so on. And 
of course the value of the book ac- 
counts. But after all, Billy, I guess 
you will have to meet these things as 
you find them.” 

And again Billy found himself faced 
with the old truth that he had to de- 
pend on his own judgment. Of course 
he could ask Jack for his ideas, but 
he realized that Jack was about where 
he stood, so far as business judgment 
was concerned, when he first ventured 
into the fascinating yet hazardous ex- 
periment of running a shoe store. 

When he left the store to go to the 
bank he felt as though he was leaving 
for a perilous trip into unknown parts. 
Yet there was a thrill which urged him 
on. 


,why all the 


100 


Blunt, fortunately was able to see 
Billy right away, so he was saved the 
uneasiness of waiting. When he was 
seated in the banker’s office he was of- 


: fered a cigar, which he promptly re- 


fused. He knew his limitations! 

“Brinstead tells me that he is will- 
ing to put up the cash to buy Morland’s 
business if you can make a trade. [| 
have told Morland that I have a pros- 
pect for him and he will be here in,” 
the banker looked at his watch, “about 
fifteen minutes. I just wanted to tell 
you that I regard Morland as a good 
fellow, but one who has stood still for 
the past ten years. He doesn’t know 
what it’s all about today. Yet he has 
a good stand and has a fine name, [ 
think they are assets worth preserving. 
And Parker believes that you and young 
Brinstead can handle it.” 

“If we can make a trade, I really 
think we can make a go of it. We'll 
do our best.” 

“I know you will.” The fine old 
banker looked thoughtfully at Billy 
while he pulled slowly on his cigar. 
Then he stood up and put his hand on 
Billy’s shoulder and said. “You have 

ut up a good fight, boy. And you have 
ol clean about it. I’m for you on 
that account. And now ... when you 
see Morland . . . don’t forget that he 
is not a young man, and that he’s proud 
... respect his dignity won’t you. But 
make the best trade you can.” 

Billy was startled at the similarity of 
the advice of the shrewd old banker and 
his sweet June. He realized that cour- 
tesy and kindliness were decided busi- 
ness assets and he was glad that he had 
always been so careful to keep per- 
sonalities out of his business competi- 
tion with Morland. The buzzer on 
Blunt’s desk sounded and the banker 
listened for a minute to what was said. 
Then, turning to Billy he said, “Mor- 
land is here. I will go and tell him 
who is here to see him and then send 
him in. I am going out, so you two 
can have the use of my office as long 
as you want it.” 

He smiled at Billy, and patting him 
gentle on the arm left the room. A 
minute or two later the door opened 
and Morland entered. 


Business Good in Specialty 
Shoe Factories 


St. Lovrs—Orders in the wholesale 
district have slackened slightly during 
the past fortnight. After a decided 
trend upward previously, they suddenly 
slumped with some rebound observed 
about the middle of March. 

With one of the best months in 1929 
to beat, manufacturers are struggling 
to pass the figures of a year ago. Eas- 
ter, the last day of March in 1929, was 
responsible for the volume which forced 
buying into early March. With April 
20 set as Easter this year merchants 
have been slow to place their require- 
ments which everyone in the industry 
feel will be needed to supply the con- 
sumer demand for Easter footwear. 

Specialty factories for the most part 
report excellent business with some of 
the leading factories, showing gains 
over the same period of a year ago. 
One or two outstanding institutions 
have enjoyed almost record business 





with factories running to capacity. 
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“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


Curved Jaw Nipper 


WHi?T CHE 


The only Nipper, just the right shape to cut out tacks on 

inside of shoe. Curved jaw enables cutting close to insole. 
Made of high-grade tool steel, nickel plated. Specify Genuine 
Curved Jaw “Manchester” when ordering. 


PRICE $4.00 
P. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. 














The highest- priced room at New 
York's new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 
and shower. A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 


te eenone soo =») NEW YORK’S NEW HOTEL 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


PER MONTH 





8 gong 


of different design 


Samples sent on request 


Merchants Service Dept. 
Beot and Shee Recorder 
Chicago 
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“CROMWELL” 


English-Made Featherweight 
Woven Oxford 


IN STOCK 


Immediate 
Delivery 


Sizes 5% to 12 


Soft cap toe lined $6.00 
Plain toe unlined $5.50 


Style—Quality—Perfect Fit— 
Maximum of Comfort—Service— 


these are the outstanding features of this ENGLISH- 
MADH WOVEN KIDSKIN WELT OXFORD, plain or 
soft cap toe, featherweight scoured oak soles, in all brown, 
brown and white and black and white combinations. Now 
jagged for delivery. Order now and get the trade coming 
o you. 


Write for descriptive folder of other styles in stock. 





COLT-CROMWELL CO., Inc. 


Est. 1899 
1239 Broadway, New York, N. Y. 














Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 





Bx 12 Duncan St., Haverhill, Mass. Ba 




















Recently Completed and the O di S of the Cley 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
TIMES SQUARE’S FINEST HOTEL 
Large single rooms 11.6x20 with bath.$4.00 per day 
For two.85.00...twin beds.86.00 
Large double room, twin beds, bath. .86.00 per day 
Special weekly rates 
Within convenient walking distance to important business centers 
and theatres. Ideal transit facilities. 450 rooms, 450 baths 
. Every room an eutside room—with two large windews 
- Furnished or unfarnished suites with serving pantries. 
05 te $150 per month . . . Moderately priced restaurant 
featuring « peerless cuisine. 
Illustrated booklet free on request CURTIS A. HALE, Mgr. Dir. 
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WHERE TO BUY 
Children’s Slippers 


ll a ec el 


Athletic Shoe Co, 
914N. MarshfieldAve, 
Chicago, Ill. 


LOLOL A A A 


WHERE TO BUY 
W ork Shoes 


oso 


SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 


“For Hard Service and LongWear’ 


ston, Mass 


WB Work and Service Shoes In Stock 
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WHERE TO BUY 


Shoe Ornaments 


i li eli elie 





A rfected metal clip featured om our 

leather and fabric bows, which eliminates 

sewing, stapling and defacement of the 

shoe. It is quickly attached and detached. 
We specialize in metal bows and 
buckles and expertly designed reptilian 
bows in all shades. 


Renown Leather Products, Inc. 
S464 West 2lst St. New York City 








MESH BOWS 
ARE NOW 
POPULAR 


Ass’d Styles, Samples on Request 
THE 


REYNOLDS <@{(> COMPANY 


7 Eddy Street 
Providence, Rhode Island 














Stetson Spring Style Show 
NEW YorK—The Stetson Shops held 


a most interesting and successful style | 


show at their West 42nd Street shop 
on Saturday evening, with factory rep- 
resentatives, advertising men and over 
100 guests and employees present. 

George L. Harger, general manager 
of the stores, opened the meeting, and 
spoke of the fine spirit of enthusiasm 
and good fellowship evident and the 
optimistic outlook for spring. An en- 
larged program of advertising for the 
men’s shoes has been mapped out, with 
much effort placed on the new slogan— 
“Stetson Walks the First 10 miles”— 
intended to convey the flexibility of the 
shoe in having been broken in to the 
extent of ten miles wear before it is 
placed on the customer’s foot. 

Four models displayed, on a revolv- 
ing platform, the newest spring and 
summer styles, including 2-eyelet ties, 
step-ins and one-straps, and the ad- 
vance arch-support line which is a fea- 
ture of the Stetson spring showing. 
Models showing clever use of symmetri- 
cal and geometrical perforations along 
the body of the shoe are expected to be 
quite popular for walking purposes. 

An orchestra supplied the music, and 
several of the Stetson employees put 
on an extremely interesting entertain- 
ment, interspersed with speeches and 
informal discussions. 

A. K. Forrest, head of the Stetson 
in-stock-department conducted the 
Style Show, and R. H. Haviland, Stet- 
son advertising manager; Thomas 
Sturck and Mr. Rankin, head of the 
Wm. H. Rankin Advertising Agency, 
spoke of the publicity plans for the 
coming season. Credit Manager Morri- 
son was also a speaker. 


Stamford Arch-Aid Store 
Reports Gain 


STAMFORD, CONN.—Corbo & Hassett, 
proprietors of the Arch-Aid Shoe Shop 
here, report a 25 per cent increase in 
business. A recent news item indicated 
that this firm was to discontinue busi- 
ness, but A. V. Corbo declares that this 
statement was erroneous. He explains 
that the store formerly operated by the 
same firm at Greenwich has been dis- 
continued, due to the fact that it was 
not believed that the community was 
large enough for a store of that type. 
‘Mr. Corbo declares that the firm has no 
intention of discontinuing business, but 
will concentrate its efforts on serving 
its clientele through the Stamford store. 


To Open Boston Office 


Boston, Mass.—The Stedfast Rub- 
ber Co., of Mattapan and North Easton, 
Mass., will open a new Boston office on 
the second floor of the building at 95 
South Street, about April 1. A com- 
plete stock of Kafsted for quarter lin- 
ings, unwoven fabric for reinforcing, 
backing cloths and shoe cover cloths 
will be carried, thus assuring prompt 
service. 


Milwaukee Manager for O-G 


RACINE, Wis.—Joseph Zelechower 
has been named new manager of the 
Racine store of O’Connor & Goldberg, 
shoe dealers. Mr. Zelechower came to 
Racine in 1926 and has been connected 
with the retail shoe business in the city 
for the past several years. 


102 


| Empire Shoe Corp. Expansion 
Plans 


New YorK—Empire Shoe Corp. has 
signed a forty-two-year lease for a 
building at 54 West Fourteenth Street, 
New York. The firm intends to onen 
an additional branch there in May 

This company has also signed an 
eighteen-year lease for a store in 
Scranton, Pa., and will open for busi- 
ness this month. A _ twenty-one-y var 
lease has been signed for a new siore 
at 115 New Main Street, Yonk-rs, 
N. Y. An additional sixteen-year |> ise 
has been signed for the store at 219 
Third Avenue, New York City, which 
expires May 1, 1930. The firm will en- 
large and remodel the entire store « ur- 
ing the year 1930. 

The Empire Corporation now has a 
total of sixteen retail stores. It «lls 
ladies’ novelty shoes at the price of 
$4, and reports a large volume of b isi- 
ness. During January and Februiry 
of this year, sales showed a 12% per 
cent increase over the same perio: of 
1929. The increase is figured on the 
same number of stores, not figuring the 
additional stores that were opened «ur- 
ing the year 1929. 


Edwin Hahn Heads Washiiig- 
ton Retailers 


WASHINGTON, D. C.—At the regular 
luncheon meeting of the Washington 
Shoe Retailers Association, held March 
6, at the Hotel Harrington, the fol] w- 
ing officers were elected: President, 
Edwin Hahn; vice-president, Herlert 
Rich; secretary, Phillip Stach; treas- 
urer, I. B. Nordlinger. 

On assuming office, President Hahn, 
in behalf of the association, presenied 
the retiring president, Maurice P. 
King, a leather traveling kit in appre- 
ciation of his work in the association. 
Mr. King leaves this week for Morris- 
town, N. J. In his remarks, Mr. Hahn 
expressed the regrets of the merchants 
in Washington because of Mr. King’s 
leaving the city and the thanks for the 
splendid cooperation with his fellow 
merchants. The association meets at 
luncheon every two weeks at the Hotel 
Harrington. 


To Redecorate Richmond 
Store 


RICHMOND, VA. (UTPS)—Plans for 
remodeling the Roxe shoe store at 51 
North Tryon Street, Charlotte, N. C., 
redecorating the interior and the in- 
stallation of new fixtures have been 
announced by L. H. Pollock, of Ashe- 
ville, N. C., president of Pollock’s Shve 
Corporation, who arrived in Charlotte 
from New York, where he secured a 
twenty-year lease on the building from 
the McLellan Stores Company for ap- 
proximately $250,000. 

The Pollock organization, which op- 
erates stores in North Carolina, South 
Carolina and Tennéssee, purchased the 
stock and fixtures of the Rose Mare 
shop when it was placed in receiver- 
ship some time ago. Litigation ovr 
the ownership of the lease continued for 
some time, and the case finally ws 
taken to the supreme court, which he'd 
that the purchasing concern did mt 
hold the lease. 
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WwWoveEN 
SANDALS— 


FOR VOLUME BUYERS 


Incoming ships with cargoes of woven sandals 
arrive every week for our trade, insuring practi- 
cally immediate delivery on our mechandise. 


Frank Stepanek é& Co., 
manufacturers of 
children’s stitchdowns, 
aap | women’s McKays and 
No. 205 —_ | quality moulded sole 
sandals, offer to vol- 
ume buyers tremen- 
dous profit possibilities 
in the merchandising of 
Czecho Woven Sandals, 
made of solid leather 
in all popular color 
combinations. 





No. 209 


No. 201 Write for prices and No. 207 
samples. 





FRANK STEPANEK & CO. 


18 West 27th St. New York 


Factories in Prague, Hostivar and Zlin 
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TIME SAVERS FOR THE MERCHANT— 
ATTRACTIVE 


PRICE TAGS 











3-Color 
Attractive 
Hand-Lettered 
Price Ticket 


Actual size, blue and 
reddish brown design, 
black figures—80 dif- 
ferent prices. 


69c to $17.50 
25c per dozen 
6 doz.—$1.25 
12 doz.—$2.25 
24 doz.—$4.00 








Check With Order, Please 


Printed Price Tickets 


All Regular and Clearance Sale. 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


6-doz. odd lot 
assortment $1.10 


12 doz.— $2.00 
24 doz.—$3.50 


12 each of 
6 prices 85c 


12 doz.—$1.50 
24 doz.—$2.50 


1 doz. of one 
price 15c 


A stand-up ticket with scored 
flanges. 

Comes in either Orange or 
Olive Green Border—Black 


Cash or stamps 
Figures 
(Actual Size) 


with order 








3-Color 


Attractive 
Hand-Lettered 
Price Ticket 


Actual size, bright red 
and black design, dark 
blue figures—48 dif- 
ferent prices. 


$1.00 to $16.50 
25c per dozen 
6 doz.—$1.25 


MODERNISTIC Two Tone Hand 
Lettered PRICE TICKETS 


Your choice of either of two color combinations 


TMT TMM LLLOC LOOT 





Purple with gold edge trim Red with black edge trim on 
on white pasteboard with white pasteboard with black 
black figures. figures. 

Available in 72 different prices: IN STOCK 
6 doz.—$1.50 12 doz.—$2.50 1 doz.— $0.35 


Check With Order, Please 





12 doz.—$2.25 
24 doz.—$4.00 











Check With Order, Please 








Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago . . 
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There Are Profits 
in Ornaments 





PHILADELPHIA 
Chestnut at Ninth Street 


smart bow in mesh and metal. The upper loop is 
hi Col 


Unquestionably the ideal hotel in , 

Philadelphia. Attentive service, enjoy- - AY I we c By EK, —™ gold 
able environment, traditional hospitality and gun metal. In stock for Immediote dettvery. 
and above all, maximum comfort, 


Twelve bundred rooms, each with bath 
Rates commence at $4.00 


HORACE LELAND WIGGINS, Managing Direéter 


This is an ornament that is very popu- 
lar in all metropolitan cities and 
should earn large profits for you. 
Samples of any type of ornamentation 
will be gladly sent to you upon request. 























Riegelman Novelty 
Corporation 


112 W. 39th St., New York 


















































MARBRIDGE 
BUILDING 





b+ > 


The 


Shoe 
Students in famous Illinois clinic 


fae STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir. Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 








The lines permanently displayed at the Marbridge 
Building always merit your attention. The show- ——---—-—MAIL THIS COUPON TODAY -—~---~—— 


rooms of the nationai leaders in the shoe and leather 
industries are maintained here all year round. : ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 


Desirable office space for approved tenants. 
Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


MARBRIDGE BLDG. CO., INC. Name... 


1328 Broadway New York Street and Number 
ee : ; 
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THIS MAY BE 


YOUR OPPORTURNITY 


\ 


A 








SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 











SALESMEN WANTED 
IMPORTED WOVEN SANDALS IN STOCK 


Salesmen wanted to carry side line of better grade moulded and McKay sole 
sandals for better stores for following territories: Pennsylvania, Ohio, Mary- 
land, Michigan, Kentucky, Northern Illinois, including Chicago, Wisconsin, 
Iowa, Missouri, Arkansas, Louisiana, Dakotas, Nebraska, Kansas, Wyoming, 
Montana, Idaho, Utah, Oregon. Liberal commission, no drawing account. Sales- 
men with cars preferred. Write fully, stating experience, references and main 
line. Address B723, care Boor AND SHOE REcoRDER, 239 West 39th Street, 
New York, N. Y. 


Salesmen Wanted 


We have several openings for 
business producers to carry ou: 
popular fast selling line of bath 
beachwear slippers as a side line 


Territories open: New Yor}! 
State, Pennsylvania, New Jersey 
Central Atlantic States, Illinois 
Wisconsin, South Atlantic States 
Cities: Pittsburgh, Chicago, Phila 
delphia. 

Opportunity for those who car 
produce. Good commissions paid 
monthly. Write references and ful 
particulars first letter. 

Address B-722, care Boot and 
Shoe Recorder, 239 W. 309th St., 
New York, N. Y. 














CHILDREN’S LINE EXCEPTIONAL 
Finest quality infants’, children’s OPPORTUNITY 


and misses’ Goodyear welts— Can be had by high class seasoned 
backed by a new and unusual shoe salesman, to make connection 
meschandice appeal. Pop oles with an established growing con- 


cern in Middle West, making high 


priced line for the better and grade men’s and ladies’ slippers, 
larger accounts. Want only a few who are now marketing an added 
high grade, successful men who line of slippers made by the ce- 


ics mented process, which presents 
can present a real merchandising wonderful future. Connection re- 
proposition. Large  territories— quires services and nominal capi- 


. tal, with good returns to right 
liberal arrangements—chance for party. Don’t answer unless experi- 




















big incomes. Give us full details enced and financially able to ne- 
and experience. gotiate. 
~ Address B-705, care Boct and 
Pg pm ng 183" w> sot ane Shoe Recorder, 239 West 39th 
St. Chicago. lil. St., New York, N. ¥. 
S HOE salesmen wanted to carry a line of ANTED—SALESMEN or SALESLADIES 
spats and shoe ornaments as a_ sideline, —in all sections now selling Infants’ 
those who have time to allow them to carry a Wear or Shoes in Infants’ Wear Departments 
olde tine, newer only with references. an- and Stores, 1 carry as ~*~ line — igh rate 
t a 424 commission asis, our we nown, snort, u- 
y al , mg tated Tinga S Ne. Crow lar priced line of HAPYTOZ Juvenile Shoes, 


sizes 1 to 5. All numbers stocked. 
The greatest shoe ever built for small chil- 





S HOE salesman wanted to carry general whole- dren, being recommended by leading Ortho- 
sale line for Western Pennsylvania. Give ic Specialists for perfect fitting qualities, 

information as to lines carried and shipments flexibility and smooth insoles. 

last two years, age and two responsible refer- Desire connection with A-1 Representatives 

ences. urd Shoe Company, Inc., Utica, only. Rare opportunity. W. C. GOOD 

ms Be INC., Rochester, N. Y 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Cc must be received at the Boot @ Shee Ree rere: Ww 30th 
St. New York, N. ¥. 08 Monday of the publication yf = 














that advertisements same insertion 
that advertisements "be" published” same Tweek. 
POSITIONS WANTED When advertisers desire answers te 
4e per word. Minimum Charge 75¢. come im our care twelve words must 
LINES be aye = 8 Cay = When adver- 
werd. Min tisers rep orwarded direct 
an TmEns imum Charge 78s. to their address each word thetr 
Te per word. Minimum Charge $1.28 a oi 
ALL DISPLAY SPACE Payment im advance is req 4 
Five dollars per inch. Allow 45 cept when re; 
words te an inch amounts are toe small to epen accounts. 
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Riding Boots 


English Type Riding, Field and 
Lace Boots for all outdoor wear. 
Side line for Salesmen carrying 
good line of men’s shoes. Made 
by a firm with over 50 years’ ex- 
perience as Boot-builders. Popu- 
lar Prices. Commission basis. 
Territory open, Minnesota, Iowa, 
Missouri and all States East of 
the Mississippi. Give all details 
first letter. ADDRESS H. J. 
JUSTIN & SONS, INC., Box 218 
Hemp Sta., Fort Worth, Texas. 











SALESMAN WANTED—A side line proposi- 
tion of real merit for shoe salesman, pays 
25% commission. Hammock Arch Support is 
different from all others. Write for particulars, 
Hammock Arch seapest Co., Inc., Kasota 
Bldg., Minneapolis, Minnesota. 





WANTED—Salesmen for strong line women’s 
novelties retailing at popular prices. Must 
be reliable, thoroughly emoranae, willing to 
be goverened by our policy of distributio: 

Strictly commission. No drawings. Sampies 
are ready. Address B-724, care Boot and Shi 
.. 239 West 39th Street, Neew Yor 





ANTED —SALESMEN with establishe:! 

territory to carry as sideline on commission 
basis, full line ladies’, men’s, children’s ho: 
and boudoir _ slippers. Liberal commission. 
L. Salenfriend & Co., 686 Broadway, New Yor 


S ALESMAN—Carry side line of imported cut- 
steel and domestic rhine-stone shoe buck! 
Address B-719, care Boot and Shoe Record: 
239 West 39th Street, New York, N. Y. 








S ALESMAN—Leading representative Brook! 
manufacturer of fine women’s hand turr 
shoes desires experienced salesman for sou! 
eastern territory. Require one having extensive 
following to increase present substantial bu 
ness. tate fully experience and references 
confidence. Address B-714, care Boot a 
Shoe Recorder, 239 West 39th Street, N 
vom, : we 


















































wee 
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LINE WANTED 





—_—_—_ 


ANTED—Women’s In-Stock Novelty line 
W to retail four and five dollars. Can place 
the right line with 100 desirable accounts in 
North Carolina, South Carolina and Geor, 
Address B-708, care Boot and Shoe Recorder, 











FOR LEASE WANTED TO PURCHASE 












OR _ a cave and Satgoen, —_ 
ton, inois; 1600 inhabitants. Only exclu- 
sive shoe store. Address H. Stafford. If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 








239 West 39th Street, New York, N. Y. FOR RENT tention given. 

XX ECUTIVE—Y (29) with twelve KIRSCH-BLACHER CO., INC. 
E* = pha oo ) a. Be . aiee, F OR RENT—Space for children’s shoe depart- 624 Broadway New York 
Roa! Representative and Retail Store Manage- ment in high grade juvenile shop, 100% Phone Spring 1448 


ment, desires to locate in Boston or South 
Shor- District. Address B-716, care Boot and 
Shoe Recorder, 140 Federal Street, Boston, 


Ma 





SALESMAN now covering California by auto 
lesires higher grade line to present to active 
acc-unts—men’s or women’s. Knows California 
and conditions thoroughly, close to foremost 
dezlers. Excellent references. ‘Write or wire 
A. A. McCormick, 2776 Zoe Ave., Huntington 
Park, California. 





L'NES WANTED—Ladies arch line from 
manufacturer with stock department carrying 
widths to retail for $5.00 and $6.00 for State 
of Michigan, by a man who has traveled this 
territory for fifteen years; has been engaged in 
the wholesale business for himself for the past 
eight years; age forty. Wanted on a straight 
commission basis. Address 14131 East Jeffer- 
son Ave., Detroit. 





WANTED manufacturers’ line of women’s 
novelty shoes in medium grades to sell 
well rated accounts in the Southern territory. 
Address Room 9, Potter Bldg., Birmingham, 
Alabama. 





POSITION WANTED 





HARD WORKER with following in better 
trade; good past records; open for line of 
men’s gepuler price; will consider other lines; 
for Chicago and Middle West. What have 
you? Address B-710, care Boot and Shoe Re- 
corder, 189 W. Madison Street, Chicago, II. 





Y OUNG lady, first class bookkeeper and sten- 
ographer, full charge double entry books, 
controls, trial balance, payroll, correspondence. 
Fight years’ experience footwear and kindred 
lines wishes position in New York. Address 
B-721, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y 





T HOROUGHLY experienced shoe man for 
New Jersey; 15 years on the territory; is 
looking for new connections. If have opening 
address B-720, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





YOUNG man now managing successful shoe 
store desires to make connection as manager 
for reliable shoe store in city over twenty thou- 
sand. Ten years’ experience, very good refer- 
ences. Address B-717, care Boot and Shoe 
a pea 239 West 39th Street, New York, 





EXPERIENCED merchandiser of high grade 

juvenile footwear, now employed, desires to 
communicate with factory or retail organization 
that plan to expand retail stores or departments. 
Highest references. Address B-718, care Boot 


* and Shoe Recorder, 239 West 39th Street, New 


York, N. Y. 





FOR SALE 





FOR SALE—An excellent opportunity in a 
_established business where shoes can be car- 
ried very profitably in a city near Boston. 
Small amount of cash will swing it. Address 
B-689, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





F OR. SALE Popular Price Shoe Store. Es- 
_ tablished 12 years in Warren, Ohio; doing a 
nice business. Reason for selling is loss of 
Husband. Address, Mrs. M. Gottesman, 152 
Dennick Ave., Youngstown, Ohio. 





SHOE store for sale, just outside of Boston. 

A real opportunity for a man that wants a 
good paying store. Address B-715, care Boot 
=e os Srerene, 239 West 39th Street, New 
ork, ‘ ° 
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location. Wasserman, 119 Main St., White 
Plains, N. Y. 











PARTNER WANTED TO BE SURE YOU RECEIVE 


HIGHEST PRICES 





ANTED—Business partner with retail ex- 


perience, must have $5,000.00. Have sub- for your retail odds and ends, entire 
leased departments, volume has outgrown capi- 5 ae 9 stocks, “LF , A 
tal. A-1 references required. Gentile only. ( » years. 
Write Box 1241, Greensboro, N. C. Export Surplus Purchase Co., Inc. 


696 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 6655 














BUSINESS OPPORTUNITY 








MERCHANTS’ NEEDS 





WANTED 























° h Milbradt 
Family Shoe Store =| Relling Step Ladders 
{St -—| 1 Mnable yeu to —- pe 
| highest shelves con t- 
Will buy established family nam SE erates cases Gitlin 
shoe store handling medium — I pre mate “4 ns 
grades in good town of 25,000 c—- — Fee Bhd 
population or more in New | © Wette See gunesel cnteles 
York State, Pennsylvania or ey Seater Ser your Use. 
Eastern Ohio. Want store Bah Milbradt 
j | | Manufacturing Co. 
doing over $50,000 per year ge ik 
at retail. Stock and fixtures ; 2416 No. 10th Street 
must be priced right on basis ST. LOUIS, MO. 








cash purchase. Give descrip- 

tion of location, terms of lease, 

rental, amount of inventory 

and price in first letter. 
Address B-690, Care of 
Boot and Shoe Recorder 

239 West 39th Street 
New York, N. Y. 





(= _ f 


; “WINDOW 
DISPLAY FIXTURES 


4nade by 
|SEGALLE SONS | 
933 ARCH ST. 
PHILADELPHIA »PA. 
ARE BUSINESS GETTERS | 
. SEND FOR CATALOG 








MERCHANTS’ NEEDS 












| ; Samples 
Price Tickets Sz: 
Original Designs in Colors and Odd 
Shapes. 21 years nothing but Tickets 
Largest Size 3 by4 New Styles constantly 


B. STAUFFE SPs “ANGELES CALS” 



























Do You Know? 





pores: Alm SCorAuauy vee That you can buy or sell it through 

The right merchandise et the right rice. the to Buy” column. This 
HY-GRADD SLIPPER SUPPLY 00 : » in it quick service fo 0 tims 
698 Broadway New York Olty saver in meeting immediate needs. 
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MERCHANTS’ NEEDS 


Ev for Your Windews 
“Futuristic Displays and 
kgrounds 

Artifielel Fiewers, Vases, Windew Fixtures, 
Palatings, Settings, Seenes, Velour Pepe: 
r Ribben Decorative 

» Fells, Filtters, Valenees, Draping Ma- 
lerial, Grass Mats. Send for Fancy Paper Beok- 
et. Price Tiekets. 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 

















BEADED BUCKLES 





No. 1581—75c Per Pair 


Gaemple Assortment fer Your Approval 
Cheerfully Submitted 


The National Buckle Co. 




















S MODERNIZE STORE 
a To provide adequate stor- 
age facilities for shelf stock 
+4 —to make it accessible and 
convenient for clerks and 

stock men to handle with 

absolute safety —to insure 




















quick service for wholesale 
LJ or retail trad nstall one 
or more MYERS NOISE- 
CUSHION TIRE 
STORE LADDERS. 
Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noiseand produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style onl eat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 
mt FE MYVYERS & BRO.cat 
ASHLAND, OHIO. 
GPumMPS-WATER SYSTEMS-MAY TOOLS - DOOR HANGERSE 























ESTABLISHED 18 


LAB ELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
2 
~ MEYER CO. 


263-271 LEXINCTON AVE , BRODKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 











Make Your Store a Foot 
Health Center 


(Continued from page 45) 


7. Have feet measured on weight 
bearing, each time shoes are purchased. 
The length should be one inch longer 
than the foot. The width not more 
than % inch narrower. 

Note: Flexible shanks allow free ac- 
tion of arch muscles. They are good 
for healthy, normal feet. Feet with 
weak or fallen arches need a more rigid 
shank, and the advice of a chiropodist, 
podiatrist, or an orthopedist. 

8. Do not overtax feet during any 
abnormal physical condition, or during 
convalescence from an illness. The 
muscular and ligamentous support is 
diminished and if overworked may re- 
sult in muscular atrophy and loss of 
muscle tone. 

9. Avoid overweight. As the weight 
increases rapidly above normal, the 
ligaments and muscles of the feet do 
not increase in strength sufficiently to 
carry the extra weight. 

10. Bathe feet daily in warm water 
and a good grade foot soap. Scrub 
thoroughly with a foot brush. Sea salt 
may be added to the water. 

11. Cut the toe nails straight across. 
not shorter than the flesh at the ends of 
the toes. 

Buy shoes for comfort as well as 
looks. 

Help children to keep normal feet. 

Relieve pressure—which causes 
corns, callouses and ingrowing toe 
nails — with good fitting shoes and 
hosiery. 

Protect your shoes and your feet 
from damp weather. 

Buy shoes and stockings with broad 
toes and a good length. 

Avoid stockings with seams on bot- 
tom of feet. 

Save time. steps, prevent flat feet, 
and build strong arches by walking 
with toes pointed straight ahead. 

Have feet examined every six months. 

“Walk and be healthy.” 





New Hide Differentials 


NEW YorK—The adjustment commit- 

tee of the New York Hide Exchange 
last week announced differentials be- 
tween the basis grade and the premium 
and discount grades of hides deliver- 
able against Exchange contracts. These 
differentials, effective March 15, are as 
follows: 
. Frigorificos—Steers, 1.95 cents per 
pound premium; light steers, 0.25 cents 
premium; cows, 1.80 cents premium; 
extreme light cows and steers, 1.30 
cents premium. 

Packer Hides—Heavy native steers, 
1.75 cents premium; extreme light na- 
tive steers, 9.60 cents premium; heavy 
native cows, 0.60 cents discount; light 
native cows, basis grade; heavy butt 
branded steers, 1.75 cents premium; 
heavy Colorado steers, 1.20 cents prem- 
ium; heavy Texas steers, 1.75 cents 
premium; light Texas steers, 0.60 cents 
premium: extreme light Texas steers 
and branded cows, 0.60 cents discount. 

Packer Type—Branded cows and 
steers, 1.75 cents discount; native 
cows and steers. 0.60 cents discount. 

The above differentials are based on 
hides taken off in the United States and 
Canada in the non-discount months of 
July, August, and September, and on 
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TILTS ATANY ANGLE 





$2.75 Half Gross 


Guaranteed te give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Me. 














BLANCO 


In tubes ready for use or in 
cake form 


LAING HARRAR & CHAMBERLIN 
43 N. St., Philadelphia 
SOLB AGENTS FOR THE UNITED STATES 


























PATENTS 
NTS 
PATER. 8 


n protecting 

sketch or model for instructions or write for 
FREE book, “How to obtain a Patent’’ and 
“Record of Invention’’ form. No for 
information on . Communications 
strictly confidential. Prompt, ‘ul, efficient 
service. Clarence A. O'Brien, Registered Patent 
Attorney, 453-B, Security Savings and Comm’! 
Bank Building (directly across street from U. 8. 
“Patent Office), Washington, D. C. 











hides taken off in the Argentine in the 
non-discount months of December, Jan- 
uary and February. The differentials 
on frigorificos are based on delivery ex 
dock, including freight, insurance, 
weighing, bundling, taring and financ- 
ing. 


New Stores in Brooklyn 


BROOKLYN—The new Physical Cul- 
ture Shop at 312 Livingston Street 
opened Friday, March 14. Henry Fink, 
proprietor, reported an excellent trade, 
with nine salesmen on the floor. A new 
pair of Allen-A Hosiery was given with 
each pair of women’s shoes, and a pair 
of shoe trees with each man’s purchase. 
The hosiery department is in charge 
of Miss Bloomberg. 

The Polly Preston Shop opened aus- 
piciously at 298 Livingston Street on 
the same date, and attracted so much 
attention that extra steps had to be 
taken to handle the crowd. A short 
parade with the Polly Preston girl as 
the center of attraction, was one of 








the features. 
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Business Changes 


CALIFORNIA — Bakersfield — Public Shoe 
Stores; boots and shoes; inc. authorized capital 
$25,000. 

Los Angeles—Marcas Medway (4533 Broad- 
way); boots, shoes, etc.; sold to Jacob Mazza. 

Oroville—Andrew & Mitchell; boots, shoes, 
etc.; succeeded by Frank Mitchell. 

Woodland—Dickey & Summers; boots, shoes, 
etc.; partnership dissolved; succeeded by Ed. 
Dickey. 

CONNECTICUT — Norwich — Cordone Bros. ; 
boots and shoes; recently commenced business. 

ILLINOIS—Argo—Stanley Ronczkowski ; boots, 
shoes, etc.; sold or closed out business. 

ILLINOIS — Chicago — Oscar Fineman (3438 
S. on yp St.) ; boots, shoes, etc.; reported selling 
or so 

Frank Kiein (3609 Fullerton Ave.) ; 
shoes; succeeded by J. H. Klein. 

Watseka—Christenson & Sherwood; boots and 
shoes; partnership dissolved; succeeded by 
Christenson’s Bootery. 

I0WA—Leon—Price Miller Clo. Co.; boots, 
shoes, etc.; sold or closed out business. 

KENTUCKY — Louisville — Palmer Shoe Co. ; 
boots, shoes, etc.; inc. authorized capital $5,000. 

MASSACHUSETTS—Cambridge— Malcolm Shoe 
Corporation; boots and shoes; inc. authorized 
capital $50,000. 

Chelsea— Weldon Shoe Co.; shoe manufactur- 
ers; filed issue of $2,000 common stock. 

MICHIGAN—Detroit—Foot Saver Shoe Shop 
of Detroit; _— and shoes; inc. authorized 
capital $10,0 

pT ESISSIP PI—Pentetec—Lyon & Ray; 


boots and 


boots, 


shoes, etc.; partnership dissolved; succeeded by 
R. B. Ray. 
MISSOURI—Herculaneum—M. Wax Clo. Co. ; 
boots, shoes, etc.; inc. authorized capital $20,000. 

NEW YORK—Brooklyn—Joseph Durso (740 
Myrtle Ave.); boots and shoes; sold or closed 
out business. 

Joseph Korkin, Inc.; boots and shoes; inc. 
authorized capital $10,000. 

New York City—Custom Shoe Co., Inc.; boots 
and shoes; incorporated. 

Frank Engel, Inc.; boots and shoes; ine. 
authorized capital $10,000. 

Julius Kahn (1714 Third Ave.) ; 
shoes; succeeded by M. & M. Kahn. 

Roberts Bootery, Inc.; boots and shoes; inc. 
authorized capital $10,000. 

OHIO — Bucyrus— Smith Shoe Store, Inc.; 
boots and shoes; incorporated. 

PENNSYLVANIA — Chester—Edgemont Shoe 
Co. ; boots and shoes; sold or closed out business. 

East Lansdowne—Feld, Inc. ; boots, shoes, etc. ; 
ine. authorized capital $10,000. 

Williamsport—Segal & Co. (842 Arch St.); 
boots and shoes; partnership dissolved ; succeeded 
by Max Segal. 

TEXAS—Blooming Grove—Sam Gerber; boots, 
shoes, ete.; succeeded by J. I. Saunders. 

Gainesville—A. L. Stone; boots, shoes, etc. ; 
recently commenced business. 

RGINIA — Danville — Barker, Turner & 

James, Inc.; boots and shoes; reported liqui- 


boots and 


ating. 

WASHINGTON—Colfax—Gretencourt & Bel- 
knap; boots and shoes; succeeded by The Boys, 
Inc. 








Failures, Embarrassments, Etc. 


CORRECTION: Through an error it was 
stated in the March 15 issue that a petition in 
bankruptcy was filed in the case of Abraham 
Neufeld, 86-13 Jamaica Avenue, Woodhaven, 
N. Y. His attorney states that no petition was 
filed, but that the business was turned over to 
the creditors for payment of their debts and 
general releases were executed by the creditors 
to Mr. Neufeld. 


ARKANSAS—Van Buren—Comstock Drygoods 
Co.; boots, shoes, etc.; reported asking general 
extension. 

CALIFORNIA—Los Angeles—Elmer M. Fry 
(Fry’s Fine Shoes) (6656 Hollywood Blvd.) ; 
boots and shoes; reported petition in bank- 
ruptcy. 

M. Gluckman (111 N. Main St.) (2314 W. 
Jefferson St.) ; boots and shoes; reported peti- 
tion in bankruptcy. 

ILLINOIS—Chicago—Meyers Shoe Co., Inc. 
(2100 W. Madison St.); boots and shoes; re- 
ported called meeting of creditors for March 17. 

Gilman—Henry J. Staub; boots, shoes, etc.; 
reported petition in bankruptcy. 

INDIANA — Evansville — Bernard Hamburg 
(1701 Main St.); boots and shoes; reported 
offering to compromise at 18 per cent. 

KANSAS—Wichita—H. M. Allen (Wichita 
Army and Navy Store) (509 E. Douglas Ave.) ; 
boots and shoes, etc.; reported petition in bank- 
ruptcy. 

MASSACHUSETTS—Boston— Wasser-Abraham 
Co. (208 Essex St.) ; wholesale boots and shoes; 
Saul Abraham retired; reported called meeting 
of creditors. 

Fall River—Samuel Macarovsky (1784 S. Main 
St.) ; boots, shoes, etc.; reported called meeting 
of creditors for March 15. 

MICHIGAN — Detroit — David Segan (17318 
Lasher Ave.) ; _— and shoes; reported peti- 
tion in bankrupt 

MINNESOT Ax Chisholm—Tobias Brann ; boots, 
shoes, etc.; reported petition in bankruptcy. 

MISSISSIPPI—Vicksburg—Nathan H. Frank 
(Frank’s Shoe Store); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

MISSOURI—Joplin—Sam Levin (808 Main 
St.); reported petition in bankruptcy and re- 
ported receiver appointed. 

Oran—-H atkins; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

St. Louis—Ely Erzikof (Ely’s Shoe Shop) 
(1232 Broadway); boots and shoes; reported 
petition in bankruptcy. 

NEW JERSEY—Orange—Alfred M. Reisman 
(641 Lincoln Ave.); boots and shoes; reported 
assigned. 
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Orange—Jacob eeemmnents boots, shoes, ete. ; 
reported assign 

NEW YORK — ~ Albany — Abraham Solomon 
(106 and 183 S. Pearl St.); boots, shoes, etc. ; 
reported offering to compromise at 25 per cent. 

Brooklyn—Lawrence A. Engel (1218 Kings 
Highway) ; boots and shoes; reported petition in 
bankruptcy. 

J & O Shoe Mfrs., Inc. (164-170 Tillary St.) ; 
turn manufacturers; reported called meeting of 
creditors. 

New York City—Solomon N. Saed (492 Clare- 
mont Parkway); boots and shoes; reported 
called meeting of creditors. 

NORTH CAROLINA—Burlington—B. Good- 
man; boots, shoes, etc.; reported petition in 
bankruptcy. 

High Point—N. H. Silver Co.; boots, shoes, 
etc.; receivership withdrawn. 

Mooresville—Kelly Clo. Co.; boots, shoes, etc. ; 
reported offering to compromise at 30 per cent. 

y Mount—R. L. Chesson; boots, shoes, 
etc.; reported petition in bankruptcy. 

OHIO—Cleveland—Progress Shoe Co. (2257 
Ontario Ave.) ; boots and shoes; reported peti- 
tion in bankruptcy. 

OKLAHOMA—E]I Reno—B. F. Wewerka; boots 
and shoes; reported petition in bankruptcy. 

PENNSYLVANIA — Lock Haven— Max J. 
Lipez; boots, shoes, ete.; reported petition in 
bankruptcy. 

McKeesport—A. W. Rosen (Rosenberg’s Boot 
Shop); boots and shoes; reported petition in 
bankruptcy. 

Monessen—Alhina Prinias; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Philadelphia—Michael Cohen (6053 Ogontz 

pmo BA boots and shoes; reported receiver ap- 


Pe iiiadelphia—Harry M. Frankel (909 N. Mar- 
shall St.) ; boots and shoes; reported offering to 
compromise at 15 per cent. 

Jacob L. Segal (4034 W. Girard Ave.) ; boots 
and shoes; reported extension granted. 

Rochester—Simon Ray Grimm (170 Brighton 
Ave.) ; boots, shoes, etc. 

TENNESSEE — Nashville — Harris & Olwill 
(“The Boys’ Shop’); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

TEXAS — Eastland — Isidore Moldave; boots, 
shoes, etc.; reported petition in bankruptcy. 

Gilmer—J. O. Hunnicutt (Gilmer Dry Goods 


Co.); boots, shoes, etc.; reported petition in 
bankruptcy. 
Jacksonville—A. Rosenberg; boots, shoes, etc. ; 


reported assigned. 
Laredo—Franklin Bros.; boots, shoes, etc.; 
reported asking general extension. 
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Midland (also Lorraine, Lamesa and Borger) 
-Noret Bros.; boots, shoes, etc.; reported peti- 
tion in bankruptcy and offering to compromise 
at 40 per cent. 

Plainview—Harvey Shoe Co., Inc.; boots and 
shoes ; reported petition in bankruptcy. 
Whitesboro—Kennedy & Cowell; boots, shoes, 
etc.; reported petition in bankruptcy. 








New Shoe Dealers 


New York, N. Y. 
-——_ Ave. 

New York, N. Y. 
134-40 Ww 29th St. 

Barron, Wis. — Bi-Rite Merc. 
Thompson Bldg. 

Dallas, Tex.—Sam R. Happy, 1506 Elm St. 

Lebanon, Ind.—H. Wagman. 

Frankfort, Ind.—H. Wagman. 

Des Moines, lowa—Montgomery Ward & Co., 
4th Ave. and Locust St. 

Stevens Point, Wis.- 
Co., 320 Main St. 

Tucson, Ariz.—Montgomery Ward & Co., 34 
N. Stone Ave. (soon). 

Batavia, N. Y.—W 
Main St. 

La Crosse, Wis.—J. C. Penney Co. 

Cordell, Okla.__J. C. Penney Co. 

Clifton, Ariz.—J. C. Penney Co. 

Ainsworth. Neb.—-J. C. Penney Co. 

Allentown, Ill.—Frank & L. A. Sharp. 

English, Ind.—K. A. Sinn. 

Durand, Mich.—Claude C. Cope. 

Rochester, N. Y.—Wilmar Shoe Co., Inc. 

Grapeland, Tex.—George E. Darsey & Co. 

Texarkana, Tex.—Kennedy’s Shoe Store. 

Detroit, Mich.—Wolgol Shoe Sales Corp. 

Murphy, N. C.—Murphy Supply Co., J. 
Stoner Bldg. 

Sears, Mich._-John Howitson. 

Fish Creek, Wis.—Wm. Bunda. 

Wessington Springs, S. D.—K. & K. Co. 

Oklahoma City, Okla.—Helen’s Ready to Wear, 
5 N. Harvey Ave. 

Scottsboro, Ala.—L. D. Sell & Son. 

Grantwood, N. J.—George Zucker, 645 Ander- 
son Ave. 

Boston, Mass.—Walter Foley Shoe Stores, Inc., 
46% Warren St. 

Lynn, Mass.—Gold Seal Shoe Co., 35-A 
Tudor St. 

Moundsville, W. Va.—Carpenter’s, Inc. 

Detroit, Mich.—F. & F. Heel Holder Co. 

Hancock, Mich.—Stern & Field. 

La Palma, Ariz.—E. S. Edwards. 

Montgomery, Ala.—The Home Store, Geo. de 
Gruchy, Mer. 

Jefferson, Wis.—Emi] Purucker. 

Denton, Tex.—J. W. Gray. 

Whitman, Neb.—E. R. Maupin. 

Reidsville, N. C.—J. J. Newberry Co., 


Max Deutsch, Inc., 1207 
Champion Shoe Mfg. Co., 


Store, T. J. 


Montgomery Ward & 


T. Grant Co., 113-15 


Scales 


St. 

Neillsville, Wis.—Farmers’ Store Co. 

Trenton, Tenn.—Trenton Department Store, 
Everett Bldg. 

Birmingham, Ala.—I. Levy, 3000 N. 

Groton, N. Y.—Underselling Store. 

Caldwell, Tex.—Aaron Seigle. 

Malvern, Ark.—S. B. C. May, Main St. 

Alta Vista, lowa—McKay Bros. 

Marcus, Ilowa—Ben Baron. 

Perth Amboy, N. J.—Central Bargain Store, 
219A Smith St. 

New York, N. Y.—Melrose Slipper Co., 11-15 
W. 19th St. 

New York, N. Y.—Blyn Shoes, Inc., 398 5th 
Ave. (soon). 

Bicknell, Ind.—Curry Department Store 

Brooklyn, N. Y.—Mackta Bros., Inc. 


27th St. 


New York, N. Y.—Chekko Braided Sandals 
Corp. 
New York, N. Y.—Lieberman Shoe Co., Inc. 


Waco, Tex.—A. C. Patton Co. 
New York, N. Y.—Art Boot Shop, Inc., 
New York, N. Y.—S. Naboischek, Inc., 
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Serves in 


Getting More Shoes Sold Right; not 
enly “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SuHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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= Mid Week 


you will find 
in the 


Boot and Shoe 
Recorder 


L™*5 than a year ago a shoe mer- 
chant in the Middle West found 
himself with a stock inventory of $48,- 
000 to annual sales of $80,000—his 
profits however were frozen upon the 
shelves in stock. Today’s inventory is 
$35,000 and the volume increased—with 
$5,000 net profit, after a good salary 
taken. 

We will tell how it was done—and 
why every store made alert and profit- 
able improves the general standing of 
the industry. 


AAA 


PRING is here, woods are green 
and bridle paths beckon. Notwith- 
standing the universal use and popu- 
larity of the motor car, the sport of 
riding gains added recruits every year. 
That fact has a definite meaning to 
shoe merchants. Next week we present 
some interesting angles on the mer- 
chandising of riding boots—a subject 
worth thinking about seriously right 
now. 


AAA 














INVISIBLE 
| MIDDLESOLE 


i 
‘ 


e Progress invented the great loom and banished the spin- | 5 y > a 


ning wheel — the same spirit of progress is manifest 


today in ready acceptance of every advancement 


Leading shoemen, the country over have acclaimed 
Invisible Middlesole—the outstanding achievement 


in. modern shoemaking. 


This scientific method of bottom filling means greater 


efficiency for the Manufacturer — more sales for the 








Retailer and much more comfort and wear for the Consumer. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Wulco Products 
Statler Building Boston, Mass. 
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